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is what they will say when you show them 
the new line of UR rings for every occasion. 





Your reputation will always be supported 
when you sell them a UR ring—whether 
engagement, wedding or dinner ring. 
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Che WONT CLUB 


promises to be the 


THE 





outstanding 
pattern of 1931 


HIS month The Gorham Company pre- 

sents the most recent achievement of 
its Master Craftsmen—‘The Hunt Club”— 
a heavy sterling pattern in lines of restrained 
modernity. 

This exquisite, new pattern, inspired by 
the traditional elegance of the Hunt Club 
Breakfast, is being appropriately introduced 
to the public in colorful full-page advertise- 
ments in the “class” publications. These 
announcements will be read with interest by 
those in your community whose tables reflect 
culture plus dignified smartness. 


The smartest introductory promotional 
and display material which has ever ushered 
in a Gorham pattern, has been prepared for 
distribution to Gorham dealers. Your Gorham 
representative will call on you this month. 
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America’s Leading Silversmiths Since 1831 
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Knowledge of Style Essential 


for 


Success in Business 


truly successful in this day of constant varia- 

tion in consumer demand unless he keeps 
thoroughly informed on style trend and fashion 
changes. Vitally important as this is in the gown, 
garment or dress trades, it is equally important in 
the jewelry industry, because the gown or garment 
forms the background which will determine what 
is or what is not appropriate in the jewelry to be 
worn. The jeweler should ever be on the watch 
therefore, to note the changes in the style trend, 
particularly in regard to the fashion silhouette and 
the textures and colors of the materials that are to 
be popular. For the form of the gown may settle 
the size and form of the jewelry to be worn, while 
the color may determine the gems to be popular and 
the texture indicate whether the opaque or the 
transparent gem is to have the call. 


For instance, should the news from Paris last 
week that the “hour-glass” form is coming back in 
women’s fashions prove correct, we might see the 
1eturn of the large corsage ornaments and even 
jewelled “stomachers” that were so prominent a 
quarter of a century ago. But it might be men- 
tioned in passing that so far, there is little indica- 
tion that the American woman will go to the old 
extremes in this way, at least, for some time even 
if Europe should set the style. On the other hand, 
the tendency noticed by fashion experts which in- 
dicates the return of velvets may bring back to 
popularity this fall, some of the opaque stones like 
lapis, turquoise and other gem materials that have 
had no place on the flimsy garments of recent years. 
This is a matter the jeweler should carefully watch. 
The popularity of brown shades for dress noted in 
Paris and already in this country among the ad- 


N: merchant or manufacturer can hope to be 


vanced showings of autumn costumes, should give 
an impetus to the sale of brown gems, such as topaz 
and amber as well as to novel forms of yellow gold 
jewelry such as are mentioned in the Paris report 
to the National Jewelers Publicity Association, 
which was recently released to the newspapers of 
the country. 

The jeweler must never forget the close relation- 
ship between women’s clothing and design of jew- 
elry, for the cut of the neck may not only determine 
the size and character of the necklace to be worn 
but the form, size and style of the bar pin or brooch; 
the cut of the sleeve will settle the characteristics 
of the bracelet, while fashions in hair-dressing and 
even hats may determine the popularity or the doom 
of not only hair ornaments but the earring. 

“To be forewarned is to be forearmed” says the 
old adage, and the merchant who gives at least a 
small part of his time to keeping himself posted 
on the trend in styles and fashions will have much 
more time to prepare to select his stock to meet the 
coming demands of his customers and cannot fail to 
have an advantage over his less progressive com- 
petitor in this regard. What is more, the knowl- 
edge will give him a distinct advantage in talking 
to his most discriminating buyers of fine jewelry, 
who themselves are followers of fashion and who 
will appreciate the selling points which the jeweler 
can make in urging them to buy jewelry appropriate 
to the gown that they are buying or will buy as a 
result of fashion’s latest decree. 


Bditer. 
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The Retailers “Best Sellers”. 


cheap jewelry. Silver, Goldware and Precious Stones also sold in 


good volume 


By WALTER BUCHLER 


not at any time high in China. His money could 

not buy rank and he was not respected for it. 
Since the establishment of the Republic in China, the 
position of the dealer has improved. That of the jeweler 
has always been high; his trade was and is respected 
and his wares are considered indispensable by all those 
who can afford them. Jewelry to the Chinese is not only 
a means to show off wealth, which they are very fond of 
doing and never miss an opportunity to do so at daytime 
or after dark, but it is part of the rich lady’s outfit 
(and frequently that of men’s too) and a proof of re- 
spectability. The Chinese also regard jewelry as a con- 
venient way of keeping their savings, which can be ex- 
changed or pawned for ready money at any time and very 
often without much loss or difficulty. 

There is less danger of having passed off on one a 
piece of Chinese jewelry which is not genuine than per- 
haps in any other article. For the Chinese jeweler, be 
he a dealer in silverware, goldware, or every kind of 
jewelry, depends entirely on reputation he gradually 
builds up with customers, and not so much on self- 
advertisement as on recommendations by satisfied clients. 
In China the relations between buyer and dealer are 
more intimate than perhaps in any other country, at least 
in the jewelry trade. 

Chinese dealers make a point of keeping in touch with 
customers. They pay them visits from time to time, dis- 
cuss new lines and new styles, and the trend of prices. 
In this way, Chinese jewelers keep their circle of clients, 
who introduce their friends and other members of the 


7 os merchant’s standing in the social ladder was 


family, and this goes on from year to year, from genera- ° 


tion to generation. 


EWELERS in China have their premises in the best 
part of the city. Their windows are, as a rule, full 
of silverware. The name of the store is written in bold, 
gold characters on top or at the side of the entrance (or 
on both), and it invariably signifies something good and 
auspicious. A lucky name attracts customers in China, 


and every Chinese jeweler will think hard and long be- 
fore deciding on the most suitable name to put on his 
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Typical Chinese pawnshop 


board, whether he deal in gold or silver or merely in 
imitation jewelry. Thus, “Always flourishing store” 
(Tung Hsing Yung), “Jewels, prosperity, decorations (or 
‘glorious’) store” are fitting names of jewelry stores in 
Peking. 

Silver and goldware, precious stones, jade, earrings, 
hairpins, pearls, rings, bracelets, find a large sale 
throughout China. As one enters a Chinese jeweler’s 
store one notices the large number of assistants em- 
ployed. There is a great display of all their wares, and 
at the back of the store workmen may be employed (in 
the case of the larger establishments) making jewelry, 
carving by hand, mounting pearls, etc. They use simple 
tools and an infinite amount of patience, only possible 
and practicable with the Chinese. 


*HINESE jewelers do not expect any one to buy on 
the first visit; they will go to every trouble in show- 
ing their wares; the prices are not always shown and even 
if marked, that does not imply they will be bought at 
that price. In fact, they expect the prospective client 
to argue the price, and the greater his ability in bargain- 
ing, the more will the respect be for him, and the greater 
the jeweler’s readiness to bring out his most prized 
jewelry. A Chinese jeweler is generally quite willing to 
bring any article of his to one’s house or hotel, and there 
make a display. For instance, a Chinese buying pearls 
likes to see them mounted in his home, so that he can 
superintend the workman. The jewel mounter in China 
receives from $1 to $2 a day, but should he be employed 
at the shop where the jewels or pearls are bought, no 
charge for mounting is made. 

Quite frequently Chinese jewelers will take the visitor 
round and show the back of the store, that is, if they 
themselves employ skilled artisans. There are three 
kinds of jewelers in China: the Chin Tien (literally 
‘gold store’), the Chin Yin Tien (gold and silver store), 
and the Yin Tien (silver store). The Chin Tien, 
goldsmith’s shop, manufactures gold wares and jewelry: 
He also deals in silverware and ornaments and sells both 
to other smaller stores as well as to private customers. 
The front of his shop is the sales department and at the 
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pack is his workshop. A skilled artisan in a goldsmith’s 
store can earn anything from $15 to $60 a month, accord- 
ing to individual skill. A goldsmith’s clerk in the sales 
department earns from $6 to $15 a month. The term of 
apprenticeship for a goldsmith is 6 to 7 years, during 
which time the apprentice receives board and lodging 
free and after a time an allowance or a few dollars’ pocket 
money a month. 

The Chin Yin Tien makes both goldware, silverware 
and ornaments, whilst the Yin Tien (silversmith) merely 
acts as selling agent for silversmiths and goldsmiths. 
Some of the larger Yin Tien also maintain workshops at 
the back oftheir stores. To do so adds to the prestige 
of the shop and tends to give intending purchasers 
greater confidence. The capital of a Chin Tien averages 
$10,000 upwards, that of the Chin Yin Tien somewhat 
less, and that of the Yin Tien from $300. Of course, in 
cities like Shanghai and Hangchow as well as others 
known for their fine jewelers, silversmiths, and gold- 
smiths the capital will be much larger. A great deal of 
gold-plating is done in China, and most of the silver orna- 
ments worn by Chinese ladies are gold-plated, as white is 
regarded by the Chinese as a sign of mourning and 
therefore not a “lucky” color. 


EWELERS, goldsmiths, and silversmiths have their 

guilds in China, just as have most other trades. They 
are bound by their laws, which are strict. For instance, 
Chinese jewelers stamp the name of the shop inside the 
ring and other articles made by them or for them. This 
binds him—according to guild law and custom—to buy it 
back at any time by weight without querying the quality 
of the material. Quite a lot of business is done at the 
meetings of the guild which are held from time to time, 
where prices are decided on and transactions often take 
place between members. 

Some of the larger jewelers maintain agents in pro- 
ducing centers and even abroad, looking out for bargains 
and watching the trend of the market. But the majority 
buy or make their requirements locally either from manu- 
facturers, wholesalers, or 
importers. During recent 
years more and more imitation 
jewelry has come on the market 
in China. The demand both 
from Chinese and from foreign 
residents and tourists has 
grown to such an extent that 
there are now many dealers 
specializing in such imitation 
jewelry. Beads, cigarette hold- 
ers, bowls, plates, snuff bottles 
of imitation jade find an in- 
creasing sale. The reputation 
of a Chinese jeweler goes far 
beyond the city he lives in and 
he will have customers up- 
country. The postal service in 
China is, on the whole, very 
good and safe, and much 
jewelry is sent by post both in 
the country itself as well as 
from abroad. 

Imitation jewelry that sells 
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Shopping district, Shanghai 
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easiest among the Chinese must be of the first class 
finish; it must be perfect in appearance and look as good 
as the genuine article. The Chinese jeweler does not as a 
rule emphasize that it is imitation; it is left to the 
buyer to judge by the price. Provided the article looks 
like “real” jewelry, the average Chinese is not so par- 
ticular about the quality as he is about the price. The 
wealthy Chinese, however, will spend thousands of dol- 
lars on expensive jewelry, which is kept in the family, 
used on suitable occasions, and passed down from genera- 
tion to generation as heirlooms. Quantities of all kinds 
of jewelry, both genuine and imitation, find their way to 
the pawnshops, which are regular institutions in China. 
Some pawnshops in China themselves engage in selling 
jewelry and by offering slightly lower prices, they have 
no difficulty in disposing of goods. 


HERE are approximately 350,000 foreign residents 

in China, and they by themselves alone constitute 
a fairly large market for jewelry of every type and class. 
There are opportunities in China of doing a mail-order 
business both with the more well-to-do and Westernized 
Chinese and with foreigners. Imports into China of 
real and imitation jewelry, including goldware and silver- 
ware, pearls and precious stones, were during recent 
years the following: 


FROM 1926 1927 1928 
U.S. A. $ 27,360 $ 11,964 $ 19,312 
Grt. Britain 67,640 25,116 35,570 
Germany 73,720 32,490 77,390 
Japan 38,000 48,300 49,700 





Total incl. others $532,000 $314,300 $437,892 


Many Chinese when they go away or should there be 
a rumor of danger (robbers, etc.), deposit their jewelry 
with pawnbrokers for the time. Chinese jewelers board 
their shops up when closed after dark or on festivals. 
With the development of newspapers, both Chinese and 
foreign, jewelers in the large cities such as Shanghai, 
Tientsin, Hangchow, Hongkong, Harbin, etc., advertise in 
the press. There are several 
important foreign jewelers in 
China doing a large trade. They 
sell both to Chinese dealers and 
to the retail. 

Foreign importers sell most- 
ly only to dealers. A “Com- 
pradore” (sort of go-between) 
is employed by a foreign im- 
porter and it is for him to in- 
troduce Chinese buyers and 
guarantee payment of accounts. 
In return, he receives a com- 
mission on all transactions 
(varying from 2% to 15 per 
cent) and sometimes also a 
salary to cover wages paid by 
him to his staff. The latter 
comprises “shroffs” (salesmen 
and collectors) and office! clerks. 
Chinese dealers work on fairly 
high margins, and their profits 
vary from 50 to 100 per cent. 
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Why Mainsprings Break 


ETAIL jewelers who have received an unusual 
R number of watches with broken mainsprings 
as a result of recent weather conditions may 
be interested in a statement made orally on behalf 
of the Bureau of Standards of the Department of 
Commerce, telling how often this condition occurs 
as a result of atmospheric changes. It is sometimes 
hard to explain to a customer that the breaking of 
a mainspring (particularly in a good watch) is no 
fault of the jeweler who sold it. It may help the re- 
tailer if he can back up his statement by quoting the 
words of R. E. Gould, chief of the Time Section of 
the Bureau of Standards, who stated to the press 
recently that “he had found that springs frequently 
break immediately upon the arrival of lower tem- 
peratures preceded by a hot wave and also after 
thunder-storms.” 

Watch springs have been broken even during 
tests conducted by the Bureau, he explained. “The 
worst part of it,” he said, “is that there is no ex- 
planation for this action and nothing so far has been 
done about it. It is a most peculiar phenomenon.” 

Mr. Gould expressed the opinion that a humidity 
condition is responsible. It is probable that the 
moisture in the air affects some weak spot in the 
spring, he said. 

The quality of the watch seems to make little 


difference in the ability to withstand these weather 
conditions. In fact, Mr. Gould declared, a watch 
costing $150 is perhaps more apt to have its main- 
spring broken than a much cheaper one. This is 
probably due to the very high tempering of the 
metals in the more expensive timepieces, he added. 

It might be well for subscribers to also keep this 
information on file for use at a later date when 
atmospheric conditions again produce an unusual 
amount of breakage in mainsprings. 


vv Vv 


Why Stress “Perfect” Diamonds 


NE of the most abused terms in the selling of 
() gems, and particularly diamonds, is the word 
“perfect,” first, because of the careless way 

it is applied by some merchants in describing the 
quality of the diamond which they are trying to sell; 
second, because it is often applied to the cutting in- 
stead of the quality of the stone; and, third and 
last, because even when applied conscientiously it. 
may have such a variation in meaning that the ideas 
of customer and dealer and even two dealers as to 
the propriety of its application may differ widely. 
The definition of the perfect gem, particularly the 
diamond, will ever be a subject of controversy. Some 
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people contend that there is not and has not been 
such a gem found or cut—in other words, no gem 
in which under a powerful microscope some slight 
fracture, bubble, spot or other imperfection will not 
pe seen. On the other hand, there are conscien- 
tious dealers who claim that a stone should be con- 
sidered perfect that shows no flaw when examined 
under a loupe, and to some extent this principle, in 
negative form, was adopted by the great jewelry 
trade conference in Chicago under the auspices of 
Federal Trade Commission and is No. 3 of the Group 
1 rulings for the jewelry trade adopted by that Com- 
mission. This rule reading: 

“To describe any diamond as ‘perfect’ which 
discloses flaws, cracks, carbon, spots, clouds, 
cloudy texture or blemishes of any sort when 
examined by a normal eye under an ordinary 
diamond loupe is an unfair trade practice.” 
This, to many members of the trade, has been 

taken to mean that conversely the word “perfect” 
can be properly used in describing a diamond which 
shows none of these blemishes or imperfections 
when examined by “a normal eye under an ordinary 
diamond loupe.” 

But this leaves the subject open for a wide dif- 
ference of opinion involved in the definition of a 
“normal eye” and an “ordinary diamond loupe.” 
For one loupe may disclose more than another and 
the trained eye will always see more than the un- 
trained even though both be normal. 

Rule No. 3 as we take it, while establishing a con- 
dition where the word “per- 


Melorereserereecees sreceresdearersreteteretetatstetatteratetateterateretersnetersestent 


THE JEWELERS’ 


or sasatataratatatecersceserseeersansersanseatanens tan easesrmanseasasseasaceasae 


CIRCULAR 27 








Are we not needlessly educating the public to expect 
more than they possibly can get by over-emphasiz- 
ing this term of “perfect” as is being done in con- 
nection with diamond advertising today? 

There is an old joke about a dealer who carried a 
very poor quality of diamonds, but to attract buyers 
he advertised them as “slightly perfect.” Must the 
trade get to this condition before steps are taken to 
stop the abuse of the term? 
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Temper Caution with Politeness 


E are glad to note that the warnings of the 
y y officials of our crime prevention organiza- 
tions have been bearing fruit in making the 
jewelers and their clerks somewhat less careless in 
giving unnecessary opportunities for the sneak thief, 
the swindler and other crooks to operate. But even 
though the jeweler has found that “eternal vigilance 
is the only price of safety,” we think a word of 
caution should be sounded as to the manner in which 
such vigilance is to be exercised. Carefulness need 
not mean discourtesy nor caution create the idea of 
suspicion. 

Said a very eminent stylist and fashion authority,. 
who had been studying the latest products in jewel- 
ry at some of our principal establishments recently, 
“T would not care to go back to these places to buy 

jewelry because in most of 





fect’’ may not be used, does es 
not give a definition that will 
satisfy fully the conscientious 
merchant or the ordinary fas- 
tidious customer. It may help 
to prevent fraud, but it does 
not establish a standard on 





Commendation from a Gem 
Expert 





Indianapolis, Ind. 


them I got the impression 
that I was looked upon with 
suspicion and in one or two 
almost as a crook. The at- 
F: mosphere in these stores was 
‘; cold and forbidding and I was 
E made to feel that I was 





which jewelers may use the 
word “perfect” with a clear 
conscience. 

Is there any reason why the 
word “perfect”? should be so 
generally stressed in describ- 
ing diamonds or that the pub- 
lic should be educated to look 
for “perfect” stones? Why 
not stress color, beauty, bril- 
liancy and even cutting rather 
than perfection of crystalliza- 
tion about which so much dif- 
ference of opinion can exist? 

















Allow me to compliment you on the 
vigor of your recent series of editorials 
in THe Jewevers’ Circutar. You are 
doing a lot to brace up the members of 
the trade and improve their psychology. 

The “Waterford” series is a clever way 
of getting folk to take what is good for 
them. I am enjoying it immensely. 

Sincerely, 
(signed) Frank B. Wade. 


* * *x 


Professor Wade, the writer of the above, 
is particularly well known in the jewelry 
trade through his many articles on gems as 
well as his books on “Diamonds” and “Preci- 
ous Stones.’ We appreciate his commenda- 
tion as coming from “one who knows” and 
are especially interested in the fact that 
he has been enjoying the “Waterford” serial. 
—Editor, THE JEWELERS’ CIRCULAR. 






watched on all sides on the 
supposition that I would at- 
tempt to steal some of the 
jewelry. It was a relief to get 
away from these places into a 
department store where I was 
shown every courtesy and 
offered even some of the most 
expensive jewelry with a 
manifestation of confidence in 
my sincerity and honesty.” 
Perhaps the conditions re- 
ferred to were not typical; 
(Continued on page 51) 
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Waterford & Son— 
Jewelers and Watchmakers 


EPISODE XIX 


By HAROLD 
WHITEHEAD 


Paul looked at 
his son with 
pride and affec- 
tion. Then, put- 
ting his hand on 
the young man’s 
shoulder, said: 
“Don’t you think 
that 40 years’ 
friendship with 
the good people 
of Brent counts 
for something?” 


in his mind. Now that his father was back in the 
store things seemed to go better. Customers who 
had not been in the store for some time turned up when 
it was known that the old and highly respected jeweler 
had returned from his long vacation. True, many cus- 
tomers called merely to see how “Old Mr. Waterford” 
was. Yet enough sales for fine jewelry were made to 
show the effect of the old man on the people who wanted 
something better than ordinary and who wanted the 
judgment of the man who had the confidence of every- 
body in Brent. 
Yet with Eric’s regained peace of mind came a sense 
of failure. He had worked hard, and he had always 
tried to give customers the best advice and service pos- 


f YOR the first time in weeks Eric began to feel easier 





sible, yet the wealthy customers had not bought from 
him. 

It was on that dreadfully wet Monday in August, that 
is so well remembered in Brent, that Eric opened his 
mind to his father. It was as dark as night outside al- 
though it was only 10 o’clock in the morning. Eric had 
switched on all the lights, so the store shone brightly, 
even though no customers turned up. 

“Guess I am no good, Pop.” Eric half groaned as he 
completed his tale of his inability to attract the best 
trade. “Here’s the same stuff that Waterford & Son have 
always sold. Yet these people hold off buying till you 
come home. They’ll buy a $5 watch from me, but when 
it comes to something that runs into money—nothin’ 


doin’. 
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Paul looked at his son with pride and affection. Then 
putting his hand on the young man’s shoulder said. 
“Don’t you think that 40 years’ friendship with the good 
people of Brent counts for something? You know, my 
poy, if people had bought here without any regard for 
me I should consider myself a sad failure. But surely, 
because my friends stand by me is no reason why you 
should think they do not respect you.” 

“That’s all right, Pop. But look what a mess I got into 
while you were away. Not only do I lose customers but 
I almost put the business on the rocks.” The young man 
refused to be comforted. 

Paul was about to comment further when Judith came 
running up the stairs with a small parcel that had to be 
mailed. Seeing Eric’s doleful countenance she flashed 
a look at Paul and asked, “Why the gloom, handsome?” 

Eric was in that mood that so many highly nervous 
fellows get into at times. He was ready to be sorry for 
himself and so began to pour out the tale of his short- 
comings to the attractive Judith. After a moment she 
cut him short by saying, “What you need, big boy, is a 
couple of pills. Of course you and I are green as grass, 
but that does not mean that we are dumb. Try smilin’, 
it won’t hurt much after you get used to it. Now then, 
look pretty for the lady.” 

Her good nature was infectious and Eric gave a rather 
sickly grin, while Paul chuckled. He had grown very 
fond of this keen witted young woman who was so obvi- 
ously in love with his son. Nodding his head, Paul re- 
marked. 

“Judith has the right idea, Eric. Of course you have 
made some mistakes, but on the other hand you did 
something. We both have made mistakes. Yours were 
errors of commission while mine were errors of omis- 
sion. But for your ambition and energy I should have 
stayed at the old store, and been content to do a slowly 
declining business. As it is I am as ready as you to see 
things grow. And I know that that young witch there is 
responsible for more than one development in the store.” 

“That’s true.” Judith agreed pertly. Then the door 
opened and Bijah bustled in. 

“Mornin’ folks, this is a disagreeable day, I’ll tell the 
world. No construction work while this lasts. So I 
thought as it was such a rotten day I’d come round here 
and go into some ideas I got on policies for the store. 
That is if you were doin’ nothin’ either. Kinda let us 
make hay while the sun shines.” 

Bijah’s good natured and breezy manner made the 
other three laugh. They all felt better and ready to 
forget the weather that had so completely killed business. 

“I move,” Bijah began, “that this here young woman 
be allowed to listen to our words of wisdom. And if she 
has any, which is doubtful, she can pass ’em over.” 

“No chance for me,” laughed Judith. “When you’ve 
said all you know and all you don’t know there won’t be 
any left for me. But I’ll be a swell listener, and thank 
you, kind sir, says she.” 

“Fine. Now to begin with. I think we should decide 
on a class of trade policy. Before you ask foolish ques- 
tions let me tell you what I mean.” Bijah grinned cheer- 
fully. He was in a frivolous mood, and the others knew 
that it would be useless to say much to him. So they 
listened. 

“I find that all jewelers can be divided into three 
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classes. The swell trade, the middle class family trade, 
and the cut price flashy trade. Mind you, these are my 
cognomens—whatever those things are, I believe high- 
brows call ’em the market plus, the market and the 
market minus trade, but you ignorant guys will follow 
me better if I talk down to you. Now, what class of 
trade are we hitting for?” 

“The very best of course.” Paul put in shortly. 

Eric shook his head and added. “We want the classy 
trade of course but we also should get the middle class 
trade, as I dope it out.” 

“You got it, young fellow. A store should cater to 
two classes to some extent. For instance, a middle class 
store should have tendencies up or down. And the more 
exclusive a store is the more it sticks to the expensive 
line. That makes this place a high class trade with 
middle class tendencies. In other words there could be a 
more toney place than this, but it would not necessarily 
mean that it could get the business. A jeweler must plan 
his market, not to what he likes but to what is there. 
Now hold tight while I tell you something. 

“You are losing some business and hurting the reputa- 
tion of the store when you sell anything out of your 
class. I think Judith should see that the standard in the 
gift department is raised. I noticed some things that 
would be all right in the Brent Department Store base- 
ment, but they sure don’t help the reputation of Water- 
ford & Son. Why not fix on a policy for class of trade 
and then buy definitely for it.” 

Argument followed by Eric who flushed hotly at what 
he deemed to be a criticism of his Judith. Bijah merely 
grinned and settled the matter by saying. 

“Pipe down, kid. I ain’t criticizing anybody. I’m mere- 
ly trying to establish a policy, and that young woman 

(Continued on page 66) 














The Story to Date 


Now that the new store of Waterford & Son has been opened 
some of the worry incident to the change from the old location 
has passed but Eric is still much disturbed about the financial 
tangle into which his inexperience has plunged the business. 
Eric is the son of Paul Waterford, head of the house of 
Waterford & Son, Brent, Ohio. The business was established 
years ago by the father of the present senior member. Eric 
joined his father in the business after traveling for a novelty 
jewelry concern. He has had many experiences in his adven- 
ture in the jewelry business to date and has lost much of the 
confidence he had in his own ability. He has, however, 
profited by his mistakes. Soon after he became associated 
with the business he met Judith Somes, who is now in charge 
of the new gift department and engaged to marry Eric. Karl 
Emden, the old watchmaker, has been with the business for 
years. He was not at first in accord with many changes in the 
business advocated by Eric but Judith won him over. The 
return of Paul Waterford and his wife from their long vaca- 
tion trip is welcomed by Eric. Bijah Jones, Eric’s brother-in- 
law, Paul, Judith and Eric discuss the financial standing of the 
business in the proceeding episode and we leave them discuss- 
ing details. Now go on with the story. 
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HOW A DEPARTMENS 
EXPENSIVE JEWELRY 


ee IGHLY developed style consciousness has pro- 
H duced a discrimination in women contrary to hur- 

ried purchase, regardless of how inexpensive it 
may be. Therefore, it requires just as much talk on 
style rightness, occasional practicability and personal 
adaptability to sell a dollar piece of jewelry as it does to 
sell a $15.50 piece. No more time is needed to close a 
sale on an expensive piece than is needed to sell an in- 
expensive piece and yet it certainly makes a tremendous 
difference at the end of the day if the majority of sales 
have been well over the dollar mark.” 

This observation on the part of Miss Violet Simpson, 
buyer of the jewelry department at the White House, El] 
Paso, Texas, was the contributory cause of a recent ex- 
pansion which would permit the handling of semi- 
precious stones. The main cause, of course, being the 
importance which costume jewelry has assumed in the 
fashionable ensemble. 

We will hear what Miss Simpson has to say in justifi- 
cation of the changed policy and the manner in which 
her department is handling the more expensive jewelry: 

“I have always thought that a department store could 
sell expensive jewelry and add considerably to net profits 
by doing so. A careful study of the sales chart of the 
department for the first two months immediately follow- 
ing the enlargement satisfies me that large potential 
profits lurk in a jewelry department and that proper con- 
duction will make them materialize. 

“One of the most important requisites to the handling 
of expensive jewelry is ample space for display. Here- 
tofore we lacked that space in which to do justice to finer 
pieces of jewelry and carried only about one-half dozen 
pieces to sell for from $35 to $50. We never had a ring 
in the department to sell for more than one dollar. 

“In March, when the left side of the main aisle which 
had theretofore been occupied by both bags and jewelry 
was given over to jewelry exclusively, we increased stock 
to include rings selling up to $25 and a large assortment 
of matched sets and single pieces to sell for $50 and over. 

“The second day after the announcement of the new 
department we sold a ring for $18.50. Since then we 
have continued to do very well with our more expensive 
pieces. A very conservative estimate of the increase in 
volume since the development of a more expensive section 
would be 35 per cent. 

“Since the introduction of semiprecious stones into the 
department we have adhered rigidly to a trading up 
policy. Every customer is reminded of our higher priced 
lines and induced to look at them whether or not they 
feel in a position to purchase at that time. We find our 
customers never adverse to looking at lovely things. 
Their comments are always favorable, and while a show- 
ing of our better lines may not result in an immediate 
sale, we know we are planting a desire for better jewelry 






























































MISS SIMPSON SAYS: 


“It is my contention that volume may be 
appreciably increased by directing pro- 
motion to the sale of more expensive jew- 
elry. That requires only slightly more 
effort on the part of a selling personnel 
that is fashion wise and necessitates at- 
tractive displays both in the windows and 
on the floor.” 
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and creating a favorable impression for the department 
which is far reaching in its effect. Some of the women 
to whom we have shown better merchandise at the time 
of an inexpensive purchase have since returned for a 
more expensive purchase. Others have sent in their 
friends. 

“Jewelry is strictly a style item and every salesperson 
should be a potential stylist trained to talk convincingly 
on style and suggest the correct pieces to be worn on the 
different occasions of sport, afternoon or evening by a 
particular type. 


Selling to Type Important 


“Selling to type has become an important phase of 
jewelry merchandising. Women realize that there are 
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Miss Simpson was formerly secretary to 
the President of the store and although 
her actual selling experience has been 
slight, she has made some substantial ob- 
servations on jewelry merchandising which 
are backed up by successful operation and 
merit consideration. 
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certain metals, stones and construction which will har- 
monize with and enhance their particular type of beauty 
just as there are certain fabrics and colors in gowns 
which are more adaptable to their use than others; that 
an exquisite piece, if it attracts attention to itself rather 
than to the wearer, has failed in its purpose to enhance 
the appearance of that wearer by not being in complete 
harmony and accord. 
“For instance, for each individual there is a certain 
length in necklace which is most effective. We have 
been able to close many sales by merely suggesting that a 
chain be made a little shorter or dropped a bit to accom- 
modate the wearer and achieve that proper effect. 
“The customer does rely on what the salesperson tells 
her in regard to style. Therein lies a tremendous asset 
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By ROBERT K. DORAN 


of the department which should be enlarged by a dis- 
semination of information on authentic fashion tenden- 
cies which will strengthen customers’ confidence in the 
dependability of the department. 

“A jewelry department depends much upon obsolete- 
ness to retire apparently good merchandise and create 
demand for replacements. Consequently, the life of the 
department is sustained by new things and people who 
can merchandise them. Just now fashion’s preference 
for heavy rather than dainty pieces for evening wear 
offers worlds of opportunity for increased sales, and large 
rings constitute another stimulant to the department. 
It only remains for the salesgirl to impress the fact of 
such preference upon her who would be smart. 

“Style is a fascinating topic and therefore suggestive 
selling is perhaps easier in this department, where style 
is paramount, than in any other. Whenever a woman 
purchases a choker we try to induce her to purchase a 
bracelet or pair of earrings to match. Earrings espe- 
cially represent many unpremeditated purchases. Most 
of the women to whom earrings are suggested say that 
they have never worn them, but when they are told how 
smart is the jewelry ensemble they invariably ask to see 
some. On such occasions we show something which is 
moderately priced to induce the customer to make an in- 
vestment which she may consider an inexpensive experi- 
ment. 


66¢ ISPLAY helps in putting across the ensemble 

idea. Matched sets are, of course, displayed to- 
gether and odd pieces are grouped according to color 
first and then price as near as possible. Pearls are in 
a section to themselves and so are rhinestones. 

“Fascinating displays are achieved by the use of the 
upper section of the stock cases for the most expensive 
pieces. These sections are brilliantly lighted and lined 
with a rich green velvet. 

“The jewelry department, rather than the leather 
goods department, seems the logical place for the sale of 
evening bags. They are displayed in the case at one end 
of the department and parallel with the entrance of the 
store. They lend themselves very effectively to display 
and attract considerable attention to the department. 

“Every girl thoroughly understands every bit of mer- 
chandise in the department and that knowledge helps to 
make her style talks convincing. I find personal and in- 
formal discussions with the girls whenever there is op- 
portunity for such throughout the day more resultful in 
passing on information that will stick than general ‘lec- 
tures.’ 

“It is my practice never to allow a piece of jewelry to 
be taken out of its original box and put into stock until 
I have had time to show it to every girl in the depart- 

(Continued on page 41) 
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Ideas on selling, window display, stock records, mer- 
chandising, advertising, store system, etc., all of "which 
have been tried and tested by successful jewelers. 
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Jewelers Window Goes to Dogs 


INCINNATI, OHIO—A novelty in 

merchandising is being exploited by 
the Oskamp Jewelry Co. in the Dixie 
Terminal building at Fourth and Wal- 
nut. Sts. and has proved to be a 
means of attraction to persons walking 
by the store. A display of porcelain 
dogs of all breeds is the magnet that 
drew hundreds of pedestrians to the 
window and created groups’ which 
spend quite a little time in front of 
the store. 

The display has a base of excelsior, 
which is most unusual in a jewelry 
store and it is one of a group of things 
which attract those passing by. A small 
sign “Everything Is Gone To The 
Dogs,” usually goes over as those who 
read it enjoy a laugh at the satire. 
The display not only has proved at- 
tractive from the outside as some of 
those who stop, enter the store and buy 
at least one of the articles. 

The setup is most realistic and, at 
one end, is flanked by a box of dog 
biscuits. This made such an impression 
on one woman that she entered the 
place and wanted to buy a box of bis- 
cuits for her dog. The display has 
been on for a week and will remain un- 
til it has lost its pulling power. 


* * * 


Windows That Tell and Sell 


IRMINGHAM, ALA.—A display of 

wrist watches at Brackin’s has at- 
tracted hundreds of passers-by and has 
been the cause of selling many of these 
watches. ’ 

The show window was well filled with 
wrist watches, well displayed. In the 
center of the display was a large wrist 
watch face some 16 inches by 20 inches 
and with the hour and minute hands 
moving rapidly around. 

Another unique indoor advertisement 
of diamond rings has been the means of 
attracting much attention at Brackin’s. 
On a large card about 8 feet by 10 feet 
is painted a number of diamond rings. 
The setting of each ring is a small elec- 
tric light which flashes, representing the 
flashing of a diamond. The “diamonds” 


look so real as to attract much favorable 
comment. 
* * - 


Advertisement Directed to 
Wives of Wealthy Men 


RTLAND, ORE.—To gain the pre- 
ferred attention of women of means 
to buy expensive jewelry, Zell Bros. 
jewelers of Portland, Ore., assume an 
unusual tack in their advertising cam- 
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Ring Complete 
$750 


Mounting Only 
$200 


To Wives of 
Wealthy Men 


ARRIAGE, as we all know, is a partnership both 

social and financial. In business when a partner- 

ship has been successful, as yours has been, divi- 
dends are distributed equally between the partners. 


UT has your going concern of Husband & Wife, Inc., 

B divided up its profits a We oh de quinten 
from a motive purely selfish. 

lap Gans te Saab o oat ae eben er 6 

new cat but partner Wife usually turns her profits into a 

fur coat or (and here’s where we come in) a di: ring. 


wseaee = remind you wives of wealthy men that, as 
equal partner in a successful enterprise, you are 
fully, entitled to a magnificent diamond ring if you 
want one (and we suspect that you 


HE exquisite creation of 10% iitenees and 
brilliant blue-white diamonds here pictured needs 
bit a word from you to rest upon your finger. True 

its cost is §750 but such a sum is no great object to the 
> ofa wealthy man. Nor to her husband if he’s reading 
over shoulder and wondering what to 

om for aft agniversary gift—or just as a thrilling surprise. 


ND we beg leave hey at this point, that the 

inimitable “Mast ” diamond rings are to be 
ye that these rings 
“represent the farthest north in both beauty and dollar 
for dollar value. A viewing is cordially invited, 


Zell Bros: 


corner Park. 














A FORCEFUL ADVERTISEMENT DI- 
RECTED TO PEOPLE OF WEALTH 


paign which makes extensive use of 
newspaper space in reaching the select- 
ive class as an audience for its  mes- 
sages. 

“As may be noted, in this advertise- 
ment the object was the sale of valua- 
ble rings whose selling price was $750. 
So Class A customers in the better paid 
professional and business strata had to 
be reached, with the sowing of a seed 
to the wife of a successful marriage 
partnership that she was entitled to 
reflect this success and prosperity of 
Husband and Wife, Inc., with appro- 
priate ornamentation,” said an official of 
Zell Bros. 


* * * 


He Will Clean Diamonds Free 


ORFOLK, VA.—“BRING IN YOUR 
DIAMONDS TO BE CLEANED AND 
EXAMINED—WITHOUT COST.” 

“PLEASE ACCEPT THIS AS A_ CORDIAL 
AND PERPETUAL INVITATION.” 

This announcement in a folder sent 
out by S. D. Hardy, 331 Granby St., 
this city, has produced adequate results 
in calling the attention of the people 
of that center to the fact that Mr. Hardy 
specializes in diamonds, designing and 
remounting in platinum. The folder is 
headed “Specialized Service.” 

* * * 


Jewelry Properly Harmonizing 
Style Trend Stimulates Sales 


IRMINGHAM, ALA.—J obe-Rose 

Jewelry Co., one of the oldest and 
best known retail jewelry stores in 
Birmingham, is conducting a “Charm” 
campaign. Newspaper advertising and 
window displays are being used. 

In all their advertisements and win- 
dow displays they are showing how 
well chosen jewelry will add to any 
woman’s personal charm. Experts con- 
nected with the store assist all women 
customers in selecting the jewelry 
which is most becoming to her, and 
which will have a tendency to add more 
to her charms. The innovation of mo- 
delling jewelry has created unusual in- 
terest and sets a new pace in merchan- 
dising in jewelry stores. 
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Jewelers Co-operate in Staging 
Public Wedding 


EATTLE, WASH.—Opportunities for 

the jeweler to popularize his business 
by tying-into public weddings have been 
seized recently in the Pacific Northwest 
in a new type of merchandising which 
seems to be a definite trend of the day. 

Seven blushing brides and seven dash- 
ing grooms were married recently atop 
a new tower in Seattle. Later the mar- 
riage of five couples in Tacoma, at the 
playing of “Married in Hollywood” 
were performed there. At all of these 
events the jeweler of the city played an 
important part in the marriage cele- 
bration. 

When the septette of marriages be- 
fore thousands of people in Seattle 
took place, it was Henry Druxman, 
jeweler of that city, who came prom- 
inently forward and offered a diamona 
ring to the first baby born of these 
marriages. 

At a recent public celebration, a ma- 
jor feature was the public wedding on 
a platform created in front of Weisfield 
& Goldberg’s jewelry store on Pike 
St. Seattle, with that store distrib- 
uting good-will tokens and presents to 
those registering for selection as’ the 
lucky couple. 

At Lotus Isle, an ‘amusement and rec- 
reation center near Portland, Ore., an- 
other public marriage, where the ring 
for the ceremony, of course, was fur- 
nished “by Friedlander”, Portland jew- 


eler. 
x * * 


Portable Writing Desk Offers 


Customer Convenience 


EW YORK—The policy of showing 

its customers “just a little more” 
courtesy,.a “little more” than the ordi- 
nary amount of service in an unobtrusive 
way, has been a strong factor in building 
Black Starr & Frost-Gorham, Inc., into 
one of the leading retail jewelry estab- 
lishments of New York. One of this con- 
cern’s practices which gives its patrons 
that feeling of ease; one which any jew- 
eler can take advantage of, is that when- 
ever a patron desires writing materials 
while in the store, the clerk at once offers 
a portable writing desk containing all 
the requisites. 

This little desk comprises a desk blot- 
ter about 12 by 18 inches mounted on a 
walnut base, with a pen and pencil tray 
attached at one end, and also having 
pigeon-holes containing four sizes of note 
cards and envelopes to match, one size of 
which is edged in black. This affords the 
customer the proper card to be sent with 
her gift no matter what the occasion 
may be. 


* * * 


Budget Plan of Buying Makes 
Brisk Business 


OSTON, MASS.—A trend of the times 
is noted in the recent development of 
Homer’s, Boston. For 50 years this 
store has been a good progressive jew- 
elry store doing business on a cash ba- 
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sis, with the 
charge accounts. 
so, the management has been experi- 


usual limited 30 day 
In the past year or 


menting. It appears that this trial is 
striking a popular chord. 

It was felt that conditions required 
something other than doing business on 
the regular cash basis to keep the sales 
up. The management did not care to 
go into the installment business of so 


One of the outstanding jewelry stores 
in the entire country 


HOMER’S 


now comes to Quincy 


Offering a new service. | 


BUDGET ACCOUNT PLAN 


Payments to Suit Your Convenience 


Homer’s endorses the modern method of purchasz 
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The store policies with which we carry on 
Highest type of modern operation 
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New in Quincey 


50 vears in Bostor. 


ADVERTISEMENT ANNOUNCING 
HOMER’S BUDGET PLAN 


much down and so much a week. They 
did want to make buying easier, at 
least for the sales that ran into com- 
paratively large amounts—consequently 
it was announced that diamonds could 
be purchased on the budget plan. 

The public response to this plan was 
fairly good, so that when branch stores 
were started in nearby cities, all re- 
strictions were lifted in the branches 
as to what could be purchased under 
the budget system. 

No better explanation of the working 
of the plan can be given than to re- 
produce the opening advertisement of 
Homer’s newest branch which is in 
Quincy, Mass. It might be said that so 
far as is known Homer’s is the first 
to use this sales argument. 


* * * 


Gives Watches to Ball Players 


OUISVILLE, KY.—By the close of the 
baseball season Leonard Sawyer, 
manager of the jewelry department of B. 
W. Graves & Co., Louisville, will have 
given a new Hall wrist watch to prac- 
tically every player on the Louisville 
Club. A watch is awarded weekly to 
the player making the best showing in 
some particular branch of play, and 
no player is eligible for two awards. 
They are presented each Sunday after- 
noon at the plate, resulting in much 
good advertising, plus newspaper sto- 
ries on sport pages. 





33 
Small Window-Card An- 


nouncement Profitable in At- 
tracting New Customers 


EW YORK—A little card displayed 

in the show window reading “By the 
Addition of New Beads Your old Neck- 
lace made Modern,” has been found to 
be a substantial little profit maker by 
Julius Jorgenson & Son, 512 Madison 
Ave., in this city. Frequently customers 
are attracted by this announcement 
and bring into the store a plain car- 
nelian necklace or a similar string of 
beads, which can easily be given a new 
appeal by placing a vari-colored stone 
here and there, and which incidentally 
creates a new avenue of revenue for 
the jeweler. 





* * *x 


Miniature Stage Performance 
Has Unique Window Appeal 


EWISTON, ME.—There is a jeweler 
in Bond St. who specializes in dra- 
matic displays; he has built a tiny the- 
atre as a center-piece for his window 
and recently gave a performance of a 
naval and military tournament in mini- 
ature. Against a jet black velvet cur- 
tain, horses and riders moved in stately 
procession drawing miniature gun-car- 
riages. 

All the models were drawn from the 
jeweler’s stock of diamond-set brooches 
and the stage on which they performed 
was only six inches wide. A revolving 
platform and cunningly arranged foot- 
lights greatly assisted the effect of real- 
ity. 

The display attracted tremendous 
crowds, who were fascinated with the 
moving display. 


* * * 


Boy with Clock Eyes Makes 
Personal Appearance at 
Jeweler’s Store 


ILKES-BARRE, PA.—Harold Ma- 

coneghy, the boy with the clock eyes, 
whom Ripley made famous in his “Be- 
lieve It Or Not” cartoon, appeared re- 
cently at Morris Square Deal Jeweler, 
70 S. Main St., where all Wyoming 
Valley had an opportunity of viewing 
this strange phenomenon. 

Harold lives in Scranton and the pe- 
culiarity in his eyes went unnoticed for 
a great many years. Several months 
ago a neighbor of the Maconeghy’s no- 
ticed for the first time that Harold had 
numbers in his eyes like the face of a 
clock, 1 to XII in Roman numerals. 

Since then his fame has spread and 
Mr. Morris in answer to popular de- 
mand secured permission of the boy’s 
parents to have him in Wilkes-Barre. 

Morris’ eye specialists carefully ex- 
amined, the strange optics and pro- 
nounced his vision perfect, the eyes be- 
ing abnormal in appearance only. The 
public was invited to see the “Boy with 
the Clock Eyes.” 
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Getting New Customers 
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and 


Keeping Old Clients 


By A. E. EDCAR 


JEWELER cannot succeed in business with- 

out a constant stream of new customers join- 

ing his old clients as patrons of his store. 
New customers are the tonic of business. 

New customers must be created for the credit jeweler 
for the same reason that the cash jeweler needs them— 
for the expansion of the business. Neither the cash 
jeweler nor the credit jeweler can hold all their old cus- 
tomers, and there are various reasons for this. Old cus- 
tomers die off, move away, become dissatisfied for some 
reason or other, or are lured away by competitors—and 
in some cases the customer is able to purchase no more 
jewelry at’any store. This loss of clients must be over- 
come by the addition of new ones—and more new ones, 
if the business is to grow. 

The credit jeweler has a slight advantage over the cash 
jeweler in securing new customers because he can cater 
to a large class that must pay out of income for the items 
they purchase. A great deal of advertising is done with 
this class of customers as prospects. The jeweler wants 
them to know that they are welcome at his store, al- 
though they cannot pay for the article purchased at the 
time the purchase is made. The jeweler’s aim is to 
create new customers in order that in the course of time 
he will have a large clientele of old ones. 

Few jewelers have ever made a careful study of the 
relation of new customers to their business progress. 
Few know the percentage of new customers who become 
old customers. The cash jeweler seldom can ever learn 
this ratio of new customers to old, but the credit jeweler, 
with his records, can usually do so with accuracy. 

Jewelers as a whole do not know the value of a new 
customer to the business. One credit jeweler made the 
statement that he was willing to pay $5 for a new cus- 
tomer. Why? Not for the sake of the one-time sale, 


but because he had an opportunity to make of the new 
customer a regular patron. 

It is because the credit jeweler recognizes the value of 
new customers, and caters to them, that so many specia! 
offers are made at an attractive price, and so many 
leaders sold at little or no profit. Unfortunately, some 
credit jewelers go to extremes in this matter, and often 
offer things of little value, and items outside of the 
jeweler’s particular line. This practice is frowned upon 
by all jewelers who are striving to build up a sound and 
lasting business, but they realize that the special and 
leader are legitimate in the plan for securing new cus- 
tomers. 

One jeweler reports that out of four people who open 
accounts in his store that one becomes a regular cus- 
tomer. Another reports that 75 per cent of the satis- 
fied customers of his store repeat purchases. This is 
rather a high record, but if one jeweler can obtain such 
results, others can. The location of the jeweler counts 
for much in offering specials, because the large store in 
the city has the advantage of a larger prospective sale 
than the smaller stores in smaller communities. 

One jeweler finds that about 85 per cent of his cus- 
tomers are women. When he offers specials as an in- 
ducement for opening an account he tries to select some- 
thing that will appeal strongly to women. Another 
jeweler is particular to choose something of a nature 
that the housewife will want, and if possible something 
of a novel nature that is not easily procurable elsewhere. 

These specials are very often sold at or near cost price 
—and only to customers who will buy them on the time 
payment plan. The object of these specials is not to in- 
crease the volume of business, but to introduce new cus- 
tomers to the store. Some jewelers lose sight of this 
fact through their enthusiasm for a greater volume of 
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gales. One jeweler positively will not sell his specials 
for cash—except when the purchaser already has an 
account at the store. 

The reason for an insistence on a deferred payment 
gale is easily recognized. The jeweler not only wants to 
sell to a new customer, but he wants that new customer 
to become acquainted with his store and his merchan- 
dise. He wants to have the opportunity to prove that he 
is giving his customers merchandise at a very low price, 
and that it is as pleasant to purchase on a deferred pay- 
ment plan as for cash. The payments are usually made 
of very small amounts and extended over a fairly long 
period, say eight months. With the customer visiting 
the store several times a month, and seeing the displays 
of merchandise, over and over again, she is inclined to 
make further purchases. 

A jeweler in a city through which many tourists pass 
uses special inducements of another character in order 
that prospective customers from surrounding territory 
tributary to his city will become acquainted with his 
store. These specials are usually offered in the summer 
months, and consist of jewelry that can be sold for a 
dollar or less. These are, of course, sold for cash, and 
without any advertising other than his window displays. 
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This business is more of a “pick-up” nature, and while 
of a low price bears a fair percentage of profit. 


Some of the older stores doing a credit business use 
a great deal of care in selecting the time for their special 
offerings. They are timed so that they will not decrease 
the seasonal business that comes with the Christmas holi- 
days. One firm makes it a practice to feature these 
specials with a closing date for the account to arrive just 
at the beginning of the holiday trade. The theory is 
that the customer will be in a better position to purchase 
holiday goods if she is not in the middle of an account, 
but fully paid up. 


As a usual thing the jeweler depends largely upon his 
newspaper advertising of these special offerings to at- 
tract new customers, but once the account is opened his 
direct mail advertising is directed to retaining the cus- 
tomer as a permanent asset for the business. Much of 
the advertising is of the good-will building kind, al- 
though catalogues and other advertising for the purpose 
of making new sales are used. 


New customers are the life-blood of a virile business. 
As they are assimilated and become constant customers 
the business has a natural growth. 





Selling Jewelry on Credit 


HILE most credit stores are large users of 
YW newspaper space, one in Louisville, Ky., uses 

very little. As explained by W. F. Krebs, of 
Martin & Krebs, it is his policy to fall in line with the 
cash stores, when general publicity methods are con- 
cerned—also to keep pace with them in reputation, but 
to offer the public the extra advantage of credit buying. 

A credit store’s biggest asset, says Mr. Krebs, is that 
it is on more intimate terms with its trade. Well 
coached salespeople, who are thoroughly trained in 
cleverly developing leads, make many times the sales that 
the “anything else today?” type can possibly do. A list 
of all customers whose accounts are nearly paid is on file 
for quick reference by the selling force. Then he cited 
the case where recently, to demonstrate how easily. goods 
could be sold, a few people were called on the telephone. 
Some 15 of them were sold clocks through asking this 
question, “How about a fine clock that will cost you only 
$8 a month to own?” 

A credit store should mark alarm clocks at the same 
price as the chain stores. By so doing, a customer knows 
that he is buying this item right. Straight shooting on 
the price question makes many customers, it is found. 

The life of any store depends on the good repeat busi- 
ness and the number of new accounts. In this store 65 
per cent of the trade is on resales, that is, purchases by 
old customers. Most of the new accounts come from 
recommendations from well satisfied old customers and 
the windows. Giving old customers $2.50 for each new 
account sent in did not work out very well. Many more 
were sent in through straight friendship than came in 


through payment, so the latter method was dropped. 

“A man who cannot pay in 10 months, whatever he 
buys, is a poor risk,” is a rule carefully lived up to. A 
feeling exists that the dollar a week customer is usually 
a bad one. “Terms” is rather a loose phrase. It de- 
veloped that the very best terms are those a customer 
makes himself. “Let them write their own ticket” is a 
privately used store slogan. But this is not so broad as it 
reads, due to the careful selecting of accounts. When a 
customer writes his own ticket he feels in honor bound 
to meet his obligations. 

Not only are the salesmen trained in selling talks, but 
in what to sell. With the margin of profit as close as it 
is today, it is necessary to have the stock in a fairly 
liquid condition. Sales do not have the old pulling 
power, so the minute an article shows signs of develop- 
ing into a slow seller, it gets a red number. This means 
it is “P.M.ed.” The first red number means the amount 
of the inducement in 25-cent pieces, thus 643 tells the 
salesman an extra $1.50 (6 times 25 cents) awaits his 
efforts in selling this item. 








Daily opportunism, trial and error methods, and de- 
termining major policies on the basis of competitors’ 
policies rather than on known facts of profitableness were 
warned against by H. C. Dunn, of the Domestic Com- 
merce Division in a recent address at Toronto before the 
convention of the National Retail Credit Association. He 
indicated instead the concentration of effort where it 
produces the highest returns as the soundest approach to 
the problems of distribution. 
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Paris, Aug. 8.—For the first time in many years, it is 
fashionable to be old fashioned—at least according to the 
Paris conception of style. The year 1930 is marking 
itself up as a centenary of 1830 in other ways than by 
the calendar—in its revival of a hundred fashions that 
were at their height 100 years ago, and at periods fol- 
lowing. Dresses, hats, shoes, accessories, jewels and 
even the gestures employed by the ladies of old France 
are being repeated in modern Paris. Paris fashion circles 
find it a coincidence that this very revival of old-fashioned 
fashions has resulted in a number of other vogues that 
are typical of our modern machine age. This style para- 
dox is more evident in jewelry fashions and in the jeweled 
accessories that are approved by Paris than in perhaps 
any other phase of modern dress. A perfect example is 
the development of the current fad for yellow gold. 
Beginning in its modern popularity by way of antique 
jewels and in copies of antique pieces, yellow gold has 
gone modern and appears in Paris in the most angular 
and machine-like pieces of decoration found in the smart 
shops of Rue de la Paix. 

Possibly “the Americans”—as they are classified in a 
single lump by the Parisians—are responsible. In any 
event, they have always been the most welcome clients 
in the little out-of-the-way antique shops that fill the 
French capital. So often “The Americans” have been 
willing to pay unexpected prices for an antique bauble, 
that many a merchant has found it to his profit to repro- 
duce fairly accurately—pieces of jewelry in the antique 
manner. 

Witness, then, the reintroduction of the fashion for 
yellow gold—the soft, brilliant metal in its naive, natural 
coloring, like a gold nugget. When Paris first began to 
follow the fashion begun by Americans, they found 
antique jewels with their old-fashioned yellow gold set- 
tings to be of just the quaint style needed for present- 
day fashions of pinched waistlines and long billowing 
skirts. 

The style has been taken up by fashion’s best people. 
There is, for example, the French society matron who 


a 


*Paris Correspondent of the National Jewelers Publicity 
Association. 
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Yellow Gold 


Goes Modern 


Takes on a New Conception in the Antique Style 
Jewelry Brought Out by the New Paris Fashions 


By K. D’ORSAY* 


has begun a certain style within her circle of friends of 
wearing—in the American manner—a wedding ring 
and engagement ring on the same finger. Only she owns 
several pairs of these rings, appropriate to certain cos- 
tumes. One of them, designed especially to accompany a 
black taffeta suit with wasp waist and peplum, includes 
a yellow gold wedding ring that is a plain quarter-inch 
band, worn with three diamonds, set side by side, one 
white, one yellow, one brown. The diamonds are in a 
heavy gold ring, with large prongs of yellow gold quite 
visible. 

Jewelry designers were quick to add modern lines to 
such a fashion. The ancient turquoise-and-gold brooch 
of 1850 has blossomed out, in our time, in a geometric 
arrangement of planes and angles, in elementary colors— 
bright blue and yellow. It is accompanied by a waist- 
length necklace of big oddly-shaped pieces of turquoise 
matrix held together by little settings of yellow gold. 
The fanciful coral bracelet of 70 years ago has been 
transformed into a wide band that suggests savage bau- 
bles—half gold of a yellow cast, studded with pieces of 
coral. 

Yellow gold itself has graduated into a class where it 
is used without jewels, and is set against a background 
of silver, the better to bring out its native color. A 
thoroughly modern piece of jewelry done in this manner 
is a popular Paris bracelet—a straight band of silver 
mesh, holding three or four triangular shaped slides of 
yellow gold, that may be placed in any grouping—three 
together and one by itself, in groups of twos, or equidis- 
tant from each other, as shown in the Paris sketch. 








OME new evening cuff links and studs which alleviate 

the somber outlines of the dinner jacket have been 
observed recently in the fashionable dinner crowd at the 
city’s famous restaurants. They are of black onyx 
studded all over with what appear to be tiny grains of 
diamonds—“‘stuccoed” was the word one woman used in 
describing them. There are also some nice ones that 
could be used for full evening dress—of platinum studded 
with tiny square diamonds. 
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Department Store Sells Jewelry 


(Continued from page 31) 


ment and explain what I know about it, the colors with 
which it may be worn and to what type it is particularly 
suited. This applies not only to the girls in the jewelry 
department, but to the girls in the bag department across 
the aisle as well. 


Sell Bags and Jewelry 


“T feel it is a decided advantage to both departments 
to have the girls in each understand bags as well as 
jewelry. They are enthusiastic about the chance to sell 
more merchandise and never lose an opportunity to men- 
tion a particular bag or piece of jewelry, depending upon 
the initial purchase, as a complementary or harmonizing 
purchase. Knowing both stocks, they are able to sug- 
gest bags or jewelry very effectively and since an in- 
creasing number of people are matching their bags to 
jewelry or hat ornaments these suggestions lead the way 
to many sales and the ultimate growth of both depart- 
ments. Customers prefer to have the clerk who served 
them in the one department accompany them across the 
aisle to serve them in the other and the buying mood re- 
mains uninterrupted by such procedure. 


“Jewelry is advertised in the daily papers once a week. 
As soon as copy has been written and accepted by the 
advertising department I show a rough sketch of it to 


London Jewelry 


DRAMATIC GEMS 


ONDON, Aug. 4.—There is a jeweler in Bond St. 
who specializes in dramatic displays; he has 
built a tiny theater as a center-piece for his win- 

dow and this week is giving a “performance” that is a 
naval and military tournament in miniature. Against a 
jet black velvet curtain, horses and riders move in stately 
procession drawing miniature gun-carriages. All the 
models are drawn from the jeweler’s stock of diamonda- 
set brooches and the stage on which they perform is only 
six inches wide. A revolving platform and cunningly 
arranged foolights greatly assist in effecting the reality 
of the display. 


SwIFT AS LIGHTNING 


UNIQUE jewel to be seen at another Bond St. 
jeweler’s could be missed only by a person who is 
totally blind. For sheer magnificence nothing has been 
seen like it for many years. In design it is a conventional 
brooch showing a swift bird in flight bearing away in 
its beak a streak of forked lightning. The artistry ot 
the jewel lies in the manner in which the gem setter has 
done his work. Not a particle of precious metal is visible 
and the form of the bird is entirely shaped from dia- 
monds of different cut and sizes. From the tip of its 
diamond beak to its gem-set tail this heavenly bird 
Measures more than six inches. The display is advan- 
tageously set in an appropriate background. 


0 





the clerks so that they may know in advance what the de- 
partment intends to feature and plan coordinating in- 
terior display. 

“It would be decidedly embarrassing for a salesgirl not 
to know all about any advertised item for which the cus- 
tomer might ask and yet there are a great many people 
employed in a department store who seldom trouble to 
study the daily store advertisements unless they are pre- 
sented to them during working hours. 

“One permanent window is assigned to my depart- 
ments with displays being changed twice a week and al- 
ternating on bags and jewelry. Jewelry and bags are 
also featured in all ready-to-wear windows. The exclu- 
sive displays serve to keep our department constantly 
before the public, while the combination displays do 
much to create a desire for jewelry to harmonize with 
the costume. 

“I insist that the girls carefully watch all windows so 
that they may be aware of what is being shown and 
where it is being shown. This information insures a 
quick and accurate service to the customer who enters 
the department with only a vague description of what 
she has seen in the window. Furthermore, the coordi- 
nated displays may be successfully introduced into the 
sales talks to emphasize or illustrate some particular 
color combination in jewelry and costume. 


Patan Flashes 


A DRESS CRIME 


A i a chic toilette is often completely ruined by 
some carelessness on the part of the wearer in her 
choice of accessories. This reflection was noticable while 
studying the guests at the famous Embassy Club the 
other night. Among those present were a number of 
American debutantes, one of whom was wearing a “pear!” 
necklace, wound around her right wrist as a complement 
to an evening frock that bore the unmistakable stamp 
of Bond St. Alas! The charming effect of the gown 
was spoiled by the obvious gaucherie. 

Real pearls are never’ worn in this way as they would 
very quickly be scratched or otherwise ruined. The 
necklace was an obvious sham and stamped the wearer 
as a person who “did not belong” in a manner of speak- 
ing. Few women would dream of wearing brogue shoes 
with an evening gown, yet it seems there are still those 
who wear “dud” pearls in the belief that people will think 
they are real. This belief has no greater foundation than 
woman’s own desire to think they are. Why, only last 
week when a demonstration was held a pearl expert 
unfailingly detected the real from the false despite the 
fact that he was heavily blindfolded. The slightest touch 
with the fingers was sufficient for hjm and a glance is 
usually all he needs. For one thing many women who 
buy artificial pearls wear beads of such a size that were 
the necklace real, it would be worth a fabulous sum, says 
the London correspondent of the National Jewelers Pub- 
licity Association. 
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London Jewelers Visit Antwerp Exhibit 


Display of Precious Stones Attracts Much Attention in Belgian Hall—Record Price for Old 
Silver—Brighton Jeweler Swindled 


LONDON, Aug. 4—Gift jewelry, indi- 
cated in such events as birthdays, wed- 
dings, wedding anniversaries and com- 
ing-of-age celebrations is proving the 
salvation of many a town and country 
jeweler these days. Some jewelers do 
not try to force sales of expensive 
gemmed jewelry since the turnover in 
these high-priced pieces is not as rapid 
as the business that can be done in silver- 
ware discriminately displayed, and com- 
bined porcelain and silver table goods 
that harmonize with the furnishings of 
the modern home. It is the exclusive 
jewelers who do the heavy work with 
platinum-set diamond, emerald and 
sapphire designs in the form of necklace 
pendants, bracelets and clip brooches. 
Utility wares of merit continue to sell 
well, and combined glassware and silver, 
or plate, are having an increasing vogue. 


* * * 


Among the exhibits of interest to 
jewelers in the Belgian Hall of the Ant- 
werp exhibition is the section devoted to 
the Belgian diamond and precious stones 
industry. One of the working exhibits 
shows the actual cutting and polishing 
of the stones by experts from the Van 
Dam factories. There is a handful of 
very large stones displayed in one cor- 
her. Interest is daily centered on one 
stone no bigger than a pin head but with 
More than 50 facets. Among diamond 
and precious stone men who are helping 
to make this section an interesting one 
are Messrs. Lipschutz and Gutwirth, 
M. Massaux, M. Mendelson and the 
Etablissements Goldmuntz Freres. Dia- 
mond washing is staged on a life-size 
Scale in another section. The operation 
of a trommel as used in the Belgian 
Congo diamond mining area is seen with 
life-size figures of negroes at work. The 
trommel has two eight-feet-wide concen- 





By JACK BROOKS 


tration pans and can handle 120 tons of 
diamond-bearing soil a day. Other dia- 
mond mining apparatus is shown. Also 
a comprehensive display of gems. In the 
Portuguese pavilion there is an interest- 
ing exhibit of precious and semi-precious 
stones from Portuguese West Africa. A 
chart shows the production of diamonds 
in carats by the Companhia de Diaman- 
tes de Angola since 1917. A number of 
London jewelers have visited the ex- 
hibit. 


* * * 


Last year’s record price of $600 an 
ounce for old silver was beaten at 
Christie’s last week when William Per- 
main paid more than $800 an ounce for 
a 1585 Elizabethan silver gilt cup shaped 
like a gourd. The piece weighs around 
20 ounces, and the price was approxi- 
mately $6,370. A Commonwealth sil- 
ver gilt cup and cover (1650) fetched 
$6,000. The total for the day’s sale was 
$75,000. 


* * * 


There was a sequel to the Brighton 
jewel frauds of last spring in the 
Brighton police court this week when a 
Rumanian was charged with stealing by 
means of a trick $3,500 from Isidore 
Grunhaus, jeweler. The case was con- 
tinued. The man, it seems, called at 
the Grunhaus store last March and told 
the jeweler he was just over from To- 
ronto, Canada, and wanted to buy a store 
for his son. He became very friendly 
and a month later introduced to the 
jeweler an acquaintance said to be a 
Russian. This man related some myste- 
rious stories of his country and pro- 
duced two fine diamonds, which he left 
with the jeweler the best part of a 
week. The jeweler had the stones tested. 
They were valued at $500 and $450. 
The Russian returned to the jewelry 


store the next week with his friend and 
produced 40 more diamonds. It was 
eventually agreed that the jeweler and 
the Rumanian should buy them for 
$3,500. Bercovitch had no money with 
him, so the jeweler paid the $3,500. 
They saw the Russian off to London, 
which was the last the Brighton jeweler 
saw of either him or his friend. The 
40 “diamonds,” of course, turned out to 
be paste. 


* * * 


Among the jewelry at the store of 
George Millett in the Charing Cross 
Road was a gold cigarette case inscribed: 
“From the Criminal Investigation De- 
partment of Scotland Yard” and pre- 
sented to the jeweler for services ren- 
dered in connection with the organiza- 
tion of police concerts. Jewel thieves 
broke into the shop last week and took 
this souvenir case along with $6,000 
worth of other jewelry. Scotland Yard 
now has the job of looking for its own 


present. 
* * * 


The West African Diamond Syndicate 
produced 203,200 carats of diamonds 
during the year ended March 31 last 
which, according to the company’s re- 
port, shows a profit of some $268,000. 
Production the previous year was 163,- 
500 carats, which showed a profit of 
$171,000. A final dividend of 2% per 
cent is to be paid, making 15 per cent 
for the year. The Syndicate’s shares 
have a nominal value of $1.25. 

* * * 


At Sotheby’s auctions last week a 
XVII century chiming bracket clock by 
Tompion and E. Banger, with chased 
brass and silvered dial, in tortoise shell 
case surmounted by a 34 inch high 
figure of Diana, sold for $6,250. 
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Exports of Jewelry and Diamond 
Imports in May 

WASHINGTON, D. C., Aug. 9.—During 
the month of May exports of jewelry from 
the United States were valued at $81,120 
of which Canada was our largest cus- 
tomer with Brazil being a poor second, 
according to the Department of Com- 
merce. 

During the same month imports of 
uncut’ diamonds totaled 6874 carats 
valued at $141,839 of which the largest 
quantity came from the Union of South 
Africa with Belgium being second. Im- 
ports of diamonds cut but not set for 
May totaled 14,522 carats valued at 
$1,028,675 of which the largest number 
also came from Belgium with the 
Netherlands being second. 

* x * 


Customs Court Sustains Jeweler in 
Fight Over Platinum Duty 


WASHINGTON, D. C., Aug. 8.—Word 
has just been received here of the deci- 
sion of the Customs Court in the protest 
case of Cartier, Inc., the merchandise 
consisting of a piece of platinum about 
five inches long, about one and a half 
inches wide, and slightly under one- 
eighth inch thick. The case was before 
the Court as a result of a rehearing, 
the court holding there being no special 
provision therefor, the sheet of platinum 
measuring less than one-eighth of an 
inch in thickness is properly dutiable at 
10 per cent, as claimed by the plaintiff 
rather than dutiable at the rate of 60 
per cent, as classified by the collector. 

* * * 


Consumers Urge Simplified Practices 


WASHINGTON, D. C., Aug. 11.—‘“The 
most recent phase of simplification has 
been a decided quickening of interest on 
the part of the consumers,” according to 
George A. Cooper, of the Division of 
Simplified Practice of the Bureau of 
Standards. 

“Where five years ago nearly all sim- 
plified practice recommendations were 
initiated by manufacturers and brought 
to the consumers and distributors for ap- 
proval or modification”, continued Mr. 
Cooper, “there are simplification pro- 
grams developed today at the instance 
of the purchasers. 

“If you want to keep pace with pro- 
gress”, says Mr. Cooper, “if you want 
to apply scientific management, if you 
want to effect a reduction of inventories, 
reduce overhead expenses, cut cost of 
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operation, render better service, obtain 
quicker deliveries, benefit by ease and 
convenience of installation, and help 
your company meet competition success- 
fully, then you, as a consumer, must 





recognize and interpret the relation of 
simplified practice to the commodities 
used by you or by your organization.” 


* * * 
Fresh Water Pearls of Algeria 


WASHINGTON, D. C., Aug. 11.—The Al- 
gerian trade in fresh water pearls and 
slugs is regulated almost entirely by the 
demand from the native purchasers ac- 
cording to a report from Consul Oscar S. 
Heizer, at Algiers. 

Although Algiers is the center of the 
trade the native buyers are to be found 
chiefly in the departments of Oran and 
Constantine, where there are more points 
of contact with the nomad tribes. ‘The 
demand is highly irregular; at present 
it is said to be fairly good as the season 
has been good for flocks. Prosperity of 
flocks and harvest usually determine the 
amount of purchases. 

In the absence of any precise data it 
is difficult to estimate the mean annual 
demand. The use of these pearls is said 
to be diminishing among the more so- 
phisticated natives, but this decline is 
probably offset by the increased pur- 
chasing power of the primitive nomad, 
less subject than before to the effects of 
famine. One trader, noted as reliable, 
put the annual sales at 300,000 metric 
carats. The metric carat is 0.2 grams, 
and is regularly used in the interna- 
tional trade. 

There are no large firms in this trade. 
The market is well covered by traveling 
salesmen, usually from Paris, who come 
over three times a year to visit custom- 
ers on behalf of American and other 
firms established at Paris. The tendency 
is to transact business by personal nego- 
tiation. In recent years there has been 
competition from two sources. The Jap- 
anese sell all kinds of imitation pearl 
and distribute largely through itinerant 
Japanese vendors. 


By L. M. Lamm, Washington, D. C., Correspondent 


Department Store Sales Show De- 
crease During July 


WASHINGTON, D. C., Aug. 11.—De- 
partment store sales in July were 9 per 
cent smaller than in the correspondin, 
month a year ago, according to prelimi- 
nary reports made to the Federal re- 
serve system by 519 stores located in 
leading cities of all Federal reserve dis- 
tricts. 

Sales during the first seven months of 
this year were 5 per cent below the level! 
of a year ago. 


* * * 


Distribution Problem to Be Discussed 
September 15 and 16 


WASHINGTON, D. C., Aug. 11.—Speci- 
fic problems confronting the wholesale 
manager trends in merchandise distribu- 
tion by wholesalers and manufacturers 
and the development of market centers, 
will be discussed from a practical view- 
point at a conference of managers of 
wholesale trade departments of chambers 
of commerce which will be held at the 
Chamber of Commerce of the United 
States here on Sept. 15 and 16. 

The meeting is being arranged by the 
Domestic Distribution Department in 
response to many requests from man- 
agers of wholesale trade departments. 
It will be exclusively for managers of 
wholesale trade development bureaus 
and distribution departments of local 
chambers of commerce and for secre- 
taries and division heads interested. 

At the morning session of the first day 
trends in distribution of merchandise by 
wholesalers and manufacturers, from the 
standpoint of the wholesale manager, 
will be the topic of discussion. Specific 
marketing problems will be taken up in 
the afternoon. Market centers and pre- 
vailing practices in developing markets 
are scheduled for discussion on the sec- 
ond day. At each half day session 
speakers, to be announced later, will pre- 
sent various phases of the subject. Gen- 
eral discussion will follow. 








A patent was recently awarded to 
Fred. E. Justus, secretary of the W. T. 
Hixson Co., El Paso, Tex., by the United 
States Patent Department, for a safety 
device comprising a combined spring and 
chain to be attached to a screen door 
which pulls the door back into place also 
limiting the opening of the door to the 
desired distance. 
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Different Prices for Cash and Credit 





Executive Board of Retail Jewelers of New York, Holds Impor- 
tant Meeting to Discuss This and Other Subjects 


At the meeting the Executive Board 
of the Retail Jewelers Association of 
New York, held last Friday evening at 
the Hotel Astor, several matters signi- 
ficant to the jewelry trade, particularly 
the question of the price of nationally 
advertised goods when sold on instal- 
ments, were discussed at length. Charles 
T. Evans, secretary of the A.N.R.J.A. 
spoke to an excellent attendance about 
the various features that the national 
convention Sept. 14-19 will offer to the 
jewelers of the country giving outline of 
the program and naming some of the 
prominent speakers that will address the 
conclave. 

Chairman A. Landau called the meet- 
ing to order about 9.30 p. m. and Phineas 
Peters, secretary, gave his report on the 
committee meeting of the night before 
(Thursday), held in the form of a con- 
ference with representatives of the 
Bulova Watch Co., the Elgin National 
Watch Co., the Gruen Watch Co., and 
Hymen E. Cohen, secretary of the As- 
sociated Credit Jewelers of New York. 
This conference had been called by the 
Executive Board for the purpose of sug- 
gesting to the interested parties that a 
differentiation of resale price be insti- 
tuted between the “cash” jeweler and the 
“credit” jeweler on nationally advertised 
merchandise. 

In reporting what had been his con- 
tention at the conference, Mr. Peters 
stated that under present conditions, the 
cash jeweler was forced to retail nation- 
ally advertised watches at a nationally 
advertised price for cash, while the cred- 
it jeweler may offer the same watch at 
the same price on the instalment plan. 
It was brought out by Mr. Peters that 
the large mark-up afforded on their 
merchandise by nationally advertised 
manufacturers permits the instalment 
jeweler to make a fair profit in spite of 
his increased overhead brought about by 
extra bookkeeping, bad accounts, etc., 
while at the same time the strict price 
maintenance ruling of these manufactur- 
ers does not allow the “cash” jeweler to 
lower this mark-up as an inducement to 
his customers to buy in the cash store 
provided they have the ready money. 

No immediate response was forthcom- 
ing from the manufacturers’ representa- 
tives in this matter, but there was a 
unanimous feeling among all present that 
attention had been called to an important 
issue and it was agreed that another 
meeting should be held in the future af- 
ter the matter had been discussed by the 
officers of the respective concerns. As 
chairman of the committee of the Ex- 
ecutive Board, Mr. Peters suggested as 
a possible remedy that nationally adver- 
tised merchandise should have two 
prices, one for the “cash” jeweler and 
one for the “credit” jeweler, and that 
such prices should be advertised. 


In regard to this Mr. Evans remarked, 
that the matter was one of national im- 
portance and should be conclusively dealt 
with at the national convention. Follow- 
ing this suggestion it was moved by Mr. 
Heft and carried that a resolution be 
drawn up by Counselor Greenberg to be 
submitted to the national organization 
to the effect that some action be taken 
toward an adjustment of resale price be- 
tween the “cash” and “credit” jeweler. 
Further, Mr. Heft suggested that jew- 
elers throughout the country be asked 
the following question by means of a 
questionnaire: “Do you favor a differ- 
entiation in the price of nationally ad- 
vertised merchandise, namely, a cash 
price being stipulated and an instalment 
price being stipulated such as, cash price 
$100; instalment price $110, or, cash 
price $100; instalment price $100 plus 
carrying charges?” Jewelers desiring to 
answer this question should address their 
replies to Mr. Phineas Peters, Secretary 
Executive Board of the Retail Jewelers 
Association of New York, M. G. Peters 
& Bros., 468 Fulton St., Brooklyn, N. Y. 








Perpetual Trophy Selected for 
National Sweepstakes Speed Boat 
Races to Be Held This Week 
A by Corot and cast by Barbedienne 
of Paris is to be the perpetual 


trophy of the Grand Free-for-All Na- 
tional Sweepstakes speed boat races 
which will be held by the Red Bank 
Yacht Club Aug. 16 and 17 as an event 
in the 28th annual Gold Cup Regatta. 


SOLID. bronze figure sculptured 
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The trophy is 30 inches long and 30 
inches high and is set on a base of black 
ebony. Ten sterling silver panels, one 
of which bears the title of the trophy, 
adorn the front of the base on which 
the names of the respective winners will 
be engraved. The trophy will be con- 
tested for annually by yacht clubs enter- 
ing speed motor boats in the regatta. 

Ernest H. White, jeweler of 562 Fifth 
Ave., New York, submitted the statue as 
a suitable subject and was commissioned 
to complete the trophy in its entirety. 
For the past three days it has been on 
exhibition in one of the show windows 
of Ovington’s gift shop, on Fifth Ave., 
New York. 








Pep Paragraphs 
A forceful speaker is one who gets 
his message across, whether he shouts 
or whispers. 
* * 
The big guns don’t always make the 
most noise, but they’re usually the most 
effective when they hit. 


* * * 


Worry is fine for making bald heads, 
but not so good for earning the price of 
expensive wigs. 

* * * 

Some of us are failures because we try 
to do what we want to do rather than 
what we know we can do. 

* * * 


The man who waits for his chance is 
like the one who waits for the morning 
express that flashes by without stopping. 

«< * 7 

Hot feet and cold heads have a fair 
chance of getting somewhere, but reverse 
the order and there isn’t one chance in a 


million. 
* * * 


The fellow who’s forever “looking for 
something to turn up” without helping in 
the turning is the one who usually gets 
the most turndowns. 





TROPHY FOR SPEEDBOAT RACE TO BE HELD BY THE RED 
BANK YACHT CLUB, AUG. 16 AND 17 
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Special Order Work 
and Repairing 
Every facility for the Pro- 
duction of Special Order Work. 
and fine Jewelry Repairing in 
all its branches. 


We solicit your next con- 
signment. 


WAGNER MFG. CO. 


Established 1919 
114 Fulton St. New York 
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----to be EXACT 


Copyright 1929 


The steamer Europa ar- 
rived in New York. 


It brought to us a ship- 
ment of “single cuts”, in 
fine and medium grade 
merchandise, sent us by 
our resident buyer, our own 


Mr. Donald Mazer. 


A telephone call, telegram 
or letter, from any re- 


sponsible firm, will en- 


able you to see _ these 
goods without obligation. 


AMIEIZIEIR. 


py 


9 


oooh loner V'oh\ue 


10 West 47"Street 
New York 








Over 500 satisfied customers 


Order a Tube at Once 


STIK-TITE Watch Crystal Cement 


Guaranteed to stick to both metal and crystal. 


Indispensable for glass or non-breakable crystals. You 
can safely guarantee crystal to stay in bezel one year. 


Pi ——— $1.50 tube cements 125 crystals; $3.00 size, 350 crystals. 
4 Ib. FAVIN BAK | 
ee © 


C. E. Chapman og so autsitn st., Chicago 











*‘Baguette-Like”’ 
Patented U. 8S. A. 
Only ring that will mount @anufactures Fine Platinum 





round stones to appear square. 


Platinum and White Gold Shells 


SAMUEL STERN 


71 Nassau St., New York 
"Phone Cortland 4346 





“Changeable Ring” 
Jewelry—Special Order Work. Patented U. 8. A. 
















The BUYERS’ DIRECTORY 





Price One Dollar 





The Jewelers Publishing Corp., 239 W. 39th St., New York 
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Look Out for Them 





Six Diamonds Missing Following Visit of 
W ell-Dressed Men to Detroit Store 


DETROIT, Aug. 11.—Two well-dressed 
men visited the retail jewelry store of 
the L. Black Co., 1420 Woodward Ave., 
on Tuesday, Aug. 5, and asked to be 
shown some diamonds and some silver- 
ware. During the conversation one of the 
men asked to inspect a silver vase that 
was some distance down the store. Eight 
or 10 other customers were in the place 
at the time. The clerk produced the vase 
and after looking it over the man said 
he was stopping at a downtown hotel 
and would send his sister over for it 
some time later. 

Shortly after the men left it was dis- 
covered that a tray which had contained 
six diamonds was empty. ‘The silver 
that was inspected had been laid out over 
the tray and neither the clerk nor any 
of the customers even suspected that a 
theft was being committed. Police were 
summoned and fingerprints obtained 
from the jewelry and silver. 








Bandits Hold Up Ft. Madison, Iowa, 
Store and Escape with 
Gems and Money 


ForRT MADISON, Iowa, Aug. 9.—Two 
bandits entered the Odell jewelry store 
last Wednesday noon and turning guns 
upon F. A. Pollmiller, watchmaker, 
alone in the store at the time, forced 
him to a back room and looted the store 
of seven trays of diamonds, valued at 
$5,000 and $85 cash from the cash regis- 
ter. 

Their attempts to force the safe door 
were futile. 








Detectives Trap Bandits in Wichita, 
Kansas, Jewelry Store 


WICHITA, KAN., Aug. 7.—Two bandits 
were captured yesterday morning in the 
Golden Diamond Shop, 227 E. Douglas 
St., while hundreds of persons were pass- 
ing in front of the store on their way 
to work. The arrests were made by city 
detectives who, through their quick re- 
sponse to a burglar alarm, saved the 
store a loss of more than $20,000. 

The bandits, who later gave their 
names to the police as Charles Lindsy 
and Jesse Dever, both of Oklahoma City, 
entered the store at about 8.30 a. m., 
and with drawn guns ordered H. Resnick, 
proprietor, and Mrs. S. M. Pearson, a 
customer to lie on the floor. In obeying 
this command Mr. Resnick managed to 
set off the A.D.T. alarm unnoticed by 
the thugs who busied themselves in fill- 
ing their pockets with the contents of 
the vault and the showcases. 

Three minutes after Dever and Lindsy 
had entered the store, three detectives 
arrived, rushing into the store. There 
was a tense moment, while the bandits 
gazed at the police, then they gave them- 
selves up without a battle. 

The two men were taken at once to 
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police headquarters where they were 
subjected to a severe grilling and a thor- 
ough search for any gems they might 
have concealed on their persons. 

The capture of Lindsy gave the police 
an. opportunity to start tracing the 
$20,000 loss of jewels taken from the 
store March 14 by a lone bandit. It is 
said that Lindsy has been identified as 
this man. Both of the arrested men, it 
is alleged, have police records. 

Detectives making the arrests were J. 
Lloyd Fugit, Frank Snorf and Marion 
Scott. 








Robbers Caught 





Two Men Surprised While Looting Store at 
Perkasie, Pa. 


PHILADELPHIA, Aug. 11.—J. W. Schan- 
ley, jeweler of Perkasie, a small town 
in Montgomery county, near this city, is 
receiving congratulations on the capture 
of two burglars, who were looting his 
store. 

The intense heat had made sleeping 
difficult and Mr. Schanley, who lives 
over the store, was in a wakeful mood at 


3 o’clock one morning last week, when he | 


heard a noise in the store as one of the 
thieves dropped a tray. He seized a shot- 
gun and ran down stairs. Switching on 
the store lights, he saw a man reaching 
for a tray and covering him with the gun, 
ordered him to walk into the office in 
rear of the store. Another man in front 
of the store fled as the lights went on but 
in revenge hurled a brick through a dis- 
play window. 

The jeweler forced the other man into 
a corner of the office and made him 
stand with his hands in the air. Keeping 
him covered with the shotgun, Schanley, 
telephoned to his brother-in-law, Clar- 
ence Snyder, a watchman at Menlo 
Park, several blocks from the store. Sny- 
der hurried over and handcuffed the 
prisoner. In his pockets were found 
watches, rings and other pieces of jew- 
elry, and a revolver. The crash of the 
brick hurled by the robber’s confederate, 
had been heard by a policeman who saw 
him run and captured him after a brief 
chase. A search revealed a pistol on 
him. 

The prisoner captured by Mr. Schan- 
ley gave his name as James Blair of 
Chicago and his companion told the po- 
lice he was George Connors of Philadel- 
phia. 
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Window Smashers Rob Bronx, N. Y., 
Jewelry Store 


Sometime last Thursday night or early 
Friday morning a brick was hurled 
through one of the windows at the jew- 
elry store of Lipschitz Bros., 858 Tre- 
mont Ave., Bronx, N. Y., by thieves who 
escaped with jewelry and watches worth 
$1,500. The police have no clue except 
the brick used by the thieves which was 
found inside the store window. 

As no one heard the crash of glass the 
police are unable to estimate at what 
time the window was smashed. A man 
passing the store shortly after 6 o’clock 
Friday morning stopped to look at a 
thermometer outside the jewelry estab- 
lishment when he noticed the broken 
window. He failed, however, to notify 
anyone and as a consequence it was after 
7 o’clock on the same morning when the 
proprietors of the store received word 
from the police that the store had been 
robbed. One of the two windows near- 
est the door was smashed and the fact 
that it is not readily noticeable to the 
passer-by at night probably explains 
why the break was not discovered until 
daylight. 

According to the jewelers the loss is 
not covered by insurance. 








Allston, Mass., Jeweler, Recovering 
from Wound Inflicted by 
Youthful Bandit 


Boston, Aug. 8.—Satisfactory pro- 
gress toward recovery is being made by 
Albert W. Daniels, Allston, who was shot 
in the back while assisting Patrolman 
O’Brien during the investigation of two 
young men suspiciously lurking near an 
automobile parking station last Sunday. 

While O’Brien was searching one of 
the young men to see if he had a gun 
on his person, the other drew a revolver 
and shot the patrolman. He died later 
at the hospital. The assailant then 
turned his weapon on Daniels, shooting 
him in the back and making a hasty 
flight, followed by the other youth. 

Daniels was rushed to the hospital, 
where he later gave a detailed account 
of the attack, resulting in the arrest 
of two men on suspicion. 

O’Brien returned the fire, and it is 
believed that he wounded one of the men 
as a blood-stained hat with a bullet hole 
through the top was found near the 
scene of the shooting. 

Mr. Daniels has been a jeweler in All- 
ston for years and is well known in the 
trade. 








In an announcement made to the trade 
recently it was stated that the Lein- 
inger-Oelheim Co., Inc., jeweler, 13 W- 
Genesee St., Buffalo, N. Y., was reor- 
ganized as of July 1. Since that date 
the company has operated as Edward 
Leininger, Inc., Charles G. Oelheim has 
retired from the business in order to give 
his other interests more attention. The 
reorganized firm, states Mr. Leininger, 
will be conducted in the same manner as 
heretofore. 
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Jewelry and Allied Trades Show Closes 





Registration at fifth annual event at Chicago Aug. 4-8 exceeded 1600—Excellent exhibits attract 
much attention—Chicago wholesalers plan for 1931 show 


tions at this time and the most unfavorable weather 

during the entire week, the annual Jewelry and 
Allied Trades Show, which closed here at 5 o’clock this 
afternoon, was pronounced a success and the Wholesale 
Jewelers of Chicago, sponsors, feel encouraged to begin 
at once on plans for the show of 1931. 

It was not expected that the attendance would equal 
that of former years, but those in charge of registration 
reported today that the registration exceeded 1600 and 
it is estimated that members of the trade to the number 
of a least 500 visited the show without the formality of 
registering, being admitted by one-day courtesy badges. 

Those who have attended former exhibits were unani- 
mous in declaring that from a point of beauty and ar- 
rangement the show of 1930 exceeded all previous shows. 
The decorations were more colorful and artistic. The 
laying out of the booths was more efficient and the 
display of merchandise presented in a more alluring 
manner. 

Most every line of merchandise one would expect to 
find in a jewelry store was on display from the tiniest 
piece of jewelry to the large, massive hall clock, and a 
keen interest was shown by visitors in all these. In the 
matter of sales during the week it was hard to check 
up, but few were found who complained and in some 
cases the exhibitors reported sales in excess of any pre- 
vious year. 

Clocks, especially electric clocks, were most in evidence 
and everyone seemed interested in the new models and 
mechanisms being shown. Many of these were being 
shown for the first time at the show. The models ranged 


(Stone a Aug. 8—Regardless of business condi- 





from the small alarm clock through the mantel and wall 
sizes to the large hall clock. 

A comparatively new apparatus that commanded much 
attention was the watch-cleaning machines. Wherever 
these were being demonstrated there was always a 
crowd around to see the work done and the exhibitors 
reported good sales. In the material and supplies booths 
the colored non-breakable watch crystals also proved 
popular. 

The attendance on Monday was comparatively small 
but increased until Wednesday, which was perhaps the 
largest day. There was also a good attendance on Mon- 
day night, when the show remained open for the benefit 
of local jewelers who close stores on Monday night. 

The big social affair of the week was on Wednesday 
night, when the banquet was given in the grand ball- 
room of the Palmer House. More than 1000 attended 
this and enjoyed the splendid entertainment provided by 
the Wholesale Jewelers of Chicago. Dancing was enjoyed 
until a late hour by those who could stand the weather. 

On Tuesday the Ladies’ Auxiliary of the Illinois Retail 
Jewelers Association gave a luncheon and bridge party 
at the Chicago Beach Hotel, and about 50 contended for 
the beautiful prizes donated by exhibitors. 

On Tuesday night alumni of the Bradley Horological 
Institute gave a testimonial dinner to Dean A. T. West- 
lake and formed an organization which will hold annual 
meetings in Chicago upon the occasion of the annual 
Jewelry and Allied Trades Show. George L. Kyseth, 
Clarion, Iowa, was elected president and will perfect the 
organization during the year. 

All in all the Chicago Jewelry and Allied Trades Show 
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has justified itself again and will continue as an im- 
portant function in the trade. Compared in both at- 
tendance and sales with most of the other trade shows 
held here this summer, this show was an outstanding 
success. 

The exhibit space was well arranged and the decorat- 
ing committee under the direction of Charles Gustafson, 
of the C. H. Knights-Thearle Co., provided the most elab- 
orate decorations ever used at any of the shows. Thou- 
sands of items of merchandise for the fall and holiday 
season were on exhibition and retail jewelers had an 
excellent opportunity to make a careful selection for their 
stocks. 

One of the latest in bangles seen at the show is the 
slave bracelet, done in black enamel with silver trim, and 
some of which are studded with brilliants. 

“Modern design in jewelry is still in an experimental 
stage,” one exhibitor said in explaining the comparative 
rareness of modernistic pieces. “While our designers 
urge its adoption, our sales executives know that the 
public is not ready for it. We have to feel our way along 
carefully.” 

However, one of the leading exhibitors of silver has 
three dinner services designed along modern lines—one 
of which is picturesquely named “Skyline.” There are 
several other innovations in tableware: One, a salt shaker 
with an automatically closing top, eliminating damp and 
hard salt; another a combination salt and pepper shaker. 

A tiny watch in a vanity case and a golfer’s watch, 
which is attached to the belt, were other novelties. 

New designs in cocktail shakers and glasses were seen 
along with new kinds of perfume atomizers, silver din- 
ner plates, watches and jewels. 

Here are new trends in jewelry as described by J. E. 
Friedland, president of the Chicago association: 

Scarf pins for men again are in style. 

Yellow gold is again being used in watches and jewelry. 

A ring and pendant to match are “good.” 
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Crystals remain dominant in necklaces. 

Open link watch bracelets for men and women; silver 
and gold cords for watches, are in demand. 

As formerly the show was exclusively for jewelers and 
admission was by badge. Retailers, wholesalers, manu- 
facturers and employes of wholesalers and manufac- 
turers were provided with identification badges which 
were worn while in the show. An exception to this rule 
was made on the evening of Thursday, Aug. 7, when the 
show remained open until 10.30 o’clock for the benefit 
of Chicago retail jewelers’ customers who were admitted 
by cards secured from their retail jeweler with proper 
identification. 

Plans already under way indicate that the Chicago 
Jewelers Association will make every effort to stage an 
even better show in 1931. 








Temper Caution With Politeness 
(Continued from page 27) 


nevertheless, other complaints we have received 
have indicated that the manner in which caution is 
exercised by the employes of some of the finer jewel- 
ers is not conducive to making the potential cus- 
tomer feel at home, and, in fact, often retards a 
sale. 

Of course, we all understand that extreme cau- 
tion must be exercised—particularly in showing 
jewelry to strangers, but we believe it would be 
wise for our merchants to occasionally examine the 
conditions in their establishments and see to it that 
the methods adopted to protect their property are 
not such as will unnecessarily offend the honest 
stranger who does not understand the risks that the 
jeweler must run and the reason why he has to safe- 
guard his merchandise at all times. 
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Ohio Retail Jewelers Prepare for 
Convention in Cincinnati Next 


Month 


AKRON, OHIO, Aug. 8.—The Ohio Re- 
tail Jewelers Association is completing 
the program for its 24th annual conven- 
tion which is to be held at the Hotel Sin- 
ton, Cincinnati on Sept. 3, 4 and 5. It is 
indicated by a letter sent to members by 
Secretary A. C. Hutchison of this city 
that taxation problems will be one of the 
important questions to be considered at 
the meeting. 

C. E. Dittmer, assistant director of the 
Ohio State Council of Retail Merchants 
is scheduled to appear on the convention 
program. As Mr. Dittmer is a recog- 
nized authority on the subject of taxes 
he will discuss this question in his talk 
and will also answer questions presented 
to him at the convention. Another speak- 
er on the program will be Frank C. 
Hamilton, educational and publicity di- 
rector of the National Retail Credit As- 
sociation. William G. Frasier, president 
of the American National Retail Jewel- 
ers Association will review the activi- 
ties of the national organization. Oth- 
er trade leaders will also speak at this 
convention. 








Brief Review of the Belgium 
Diamond Market 


WASHINGTON, D. C., Aug. 7—Unoffi- 
cial reports received here indicate that 
there has been an improvement in the 
Belgium diamond market recently with 
the number of foreign buyers having 
been considerably in excess of preced- 
ing periods. 

The report states that although the 
purchases were not heavy, the general 
tone of the market has been more lively 
recently. The output of diamonds was 
curtailed by half during April and May 
and factories closed down for 15 days 
each month. The limitation of produc- 
tion has had a very favorable effect on 
the market and several thousands of ca- 
rats less were offered for sale. While 
unemployment was caused to some 30,- 
000 cutters the restriction in production 
was deemed necessary in order to avoid 
overproduction, to reduce stocks of cut 
diamonds, and to enable prices to be 
maintained at a sound level. 

It is stated in the report that the fea- 
ture of the last quarter year’s activi- 
ties was the meeting held at Antwerp 
by the International Commission of dia- 
mond merchants and manufacturers at 
which it was decided to temporarily can- 
cel the arrangement for the liquidation 
of production. At first it was feared 
that the cancellation of the limitation 
measure would have an ill effect on the 
market, but this fear was probably 
largely unwarranted because the manu- 
facturers did not immediately return to 
full production and some are still operat- 
ing on part time. 

The reduction of the American cus- 
toms duty was welcomed in Belgium. It 
is still too early, the report states, for 
the market to feel the repercussion of 
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this decrease in duty, but the trade in 
general predicts that business in the 
Antwerp diamond market will certainly 
regain some of its former life within a 
reasonable time. 

With regard to the market for rough 
stones, few transactions were reported, 
it is stated, since factories were closed 
for two weeks during both April and 
May, and a scarcity of rough goods was 
noted. . 

The demand during the quarter cen- 
tered chiefly on stones of from 50 to 
to a carat. Méllée were also in 
demand and small brilliants found 
ready buyers. In quarters, fives and sixes 
a constant demand prevailed for white 
pure or slightly colored goods. Three 
per carat, two and three grainer, pure 
and slightly off color and white piqué 
stones were also in demand while a 
slight improvement was noted for fan- 
cy cuts, baguettes and marquises. Al- 
though manufacturers complained of a 
reduced margin of profit, the general 
trend of business was more promising 
than in previous months and the future 
outlook appears brighter, the report 
states. 








Attleboro Shop Employes Enjoy 
Outings at Rhode Island 


Shore Resorts 


ATTLEBORO, MAss., Aug. 9.—An exodus 
of Attleboro jewelry shop employes to 
Rhode Island shore resorts featured the 
closing for the week-end today with or- 
ganized outings for various groups. The 
seventh annual outing and field day of 
the employes of the Evans Case Co. of 
North Attleboro, was held today at Cres- 
cent Park. The trip from here was 
made in 60 automobiles. A_ baseball 
game was played between the married 
and single men and there was a program 
of sporting and athletic events. 

The Baer & Wilde employes more than 
200 strong, in a cavalcade of more than 
50 automobiles went to Rocky Point 
early in the day where a program of 
sports were enjoyed by all. The party 
returned late in the evening. 

The employes of the General Plate Co. 
started their sports program in the 
morning at their new athletic field in 
the rear of the factory on Forest St. and 
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then went down to the Pomham Club 
grounds near Riverside at noon for a 
chowder, after which there were more 
sports and the awarding of prizes. A 
shore dinner concluded the afternoon at 
the club. 








Southern California Jewelers Com. 
plete Organization of District 
Clubs 


Pomona, CAL., Aug. 8.—With the com- 
pletion this week of the Old Baldy Dis- 
trict Jewelers’ Association here, the 
whole of southern California has been 
organized into sectional associations, all 
subsidiaries of the California Gold and 
Silversmiths Association. The work was 
done under the direction of E. R. Allen, 
secretary of the State association, who 
was assisted by Clarence Runyon, presi- 
dent of the Southeast Jewelers Associa- 
tion, with headquarters in Huntington 
Park. 

There were 25 jewelers from Covina, 
Puente, Upland, Claremont, Ontario and 
Pomona present at the first meeting. 
Mr. Allen and Mr. Runyon gave inter- 
esting addresses at the meeting. 

After dinner had been served the fol- 
lowing officers were elected: Edgar 
Wight, Ontario, president Earl M. Wil- 
kerson, Pomona, vice-president; J. E. 
Lewis, Claremont, secretary, and C. C. 
Zillis, Pomona, treasurer. Directors, in 
addition to the above officers include: 
F. E. Stinson, Pomona, A. L. Palis, Up- 
land, and Tom Finch, of Finch Bros., 
Covina. 

A talk on diamonds by George F. Ham- 
bright, Los Angeles broker, supplied the 
principal address of the evening. 








National Institute for Commercial and 
Trade Organizations in Session 
at Northwestern University 


WASHINGTON, D. C., Aug. 11.—Grow- 
ing interest in the collective approach 
to business problems and the part it 
plays in the national economy is reflected 
in the attendance at the National Insti- 
tute for Commercial and Trade Organ- 
ization Executives which opened a short 
time ago at Northwestern University, 
Evanston, Ill. More than 200 execu- 
tives were in attendance at the opening 
sessions. 

A total of 68 subjects were dealt with 
at the institute. Twelve courses of lec- 
tures on fundamental social and eco- 
nomic problems were given by outstand- 
ing members of the faculties of Ameri- 
can universities. Thirty-six courses were 
given in chamber of commerce technique 
and practice and 20 courses in trade as- 
sociation organization and procedure. 








William H. Waitz, Palmyra, N. J., has 
purchased the jewelry store long operated 
by the late W. S. Porter, at 320 High St., 
Burlington, N. J., and will continue the 
business as heretofore. Mr. Waitz was 
connected with the ‘establishment for 
three years before: the late proprietor 
died. 
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Death of Charles T. Keller 


FRANKFORT, Ky., Aug. 7.—Charles 
Theodore Keller, who died recently at 
the home of his sister in this city was 
for over a half century affiliated with 
the M. A. Selbert jewelry store. The 
death of Mr. Keller followed a stroke 
of paralysis. The funeral services were 
held at the Church of the Good Shep- 
herd. 

Mr. Keller was born in Cincinnati, 
Ohio, and was 74 years old. At the age 
of 18 years he came to Frankfort and 
became associated with the Selbert jewel- 
ry establishment, which connection he 
retained until his death. 

Deceased is survived by two sisters, 
two nieces and one nephew, all of this 
city. 





Ludwig Moraller 


PLAINFIELD, N. J., Aug. 7—Ludwig 
Moraller, who until his retirement 10 
years ago, was engaged in the jewelry 
business in this city passed away last 
Saturday afternoon at the home of his 
son on W. Sixth St. His death was due 
to infirmities incumbent on old age. 

Mr. Moraller was born in Baden, Ger- 
many, Sept. 22, 1840. He was a watch- 
maker by trade and in 1888 opened a 
place in this city which he continued 
until his retirement. 

A requiem high mass was celebrated 
at St. Mary’s Church last Tuesday and 
the body was interred in St. Mary’s 
Cemetery. 

Deceased is survived by four sons. 





Arthur S. Rosebrough 


MUSKOGEE, OKLA., Aug. 7.— Arthur 
Stanley Rosebrough, 64 years old, died 
suddenly at his home, 226 N. “G” St., 
this city on July 24, of a heart attack. 

He was born in Huntington, Ind. and 
followed his profession, the jewelry and 
optical business, at various places in- 
cluding Newark and Akron, Ohio, Gon- 
zales and Georgetown, Texas, Sulphur, 
Tulsa, Checotah and Muskogee, Okla. At 
the time of his death, he was, and had 
been for the past five years, an optome- 
trist, in charge of the J. M. McEntee & 
Sons optical department, this city. 

Surviving are his widow, a son, and a 
daughter, all of Muskogee. 





Simon Jollofsky 


Simon Jollofsky, president of S. Jollof- 
sky & Sons, Inc., 57 Chrystie St., New 
York, passed away Aug. 6 in Pasadena, 
Cal. His body arrived in New York last 
Sunday and funeral services were held 
from the home of Harry Jollofsky, a son 
of the deceased, at 359 New York Ave., 
Brooklyn, N. Y., with burial in Moun- 
tain View Cemetery. 

Mr. Jollofsky was born in Russia in 
1872 and came to the United States about 
35 years ago. He had had training in the 
jewelry trade on the continent and soon 
after his arrival here established him- 
self as a wholesaler. In 1911 he went 
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into the manufacturing business and in 
1923 the concern was incorporated mak- 
ing two sons of the deceased, Abraham 
and Louis Jollofsky, members of the firm. 
A third son, Moe Jollofsky, entered the 
firm as treasurer early this year. The 
three sons will continue the business. 

Surviving are the widow, five sons and 
two daughters. 


Death of Henry Agate 





Well-Known Member of New York Jewelry 
Trade Dies Suddenly from a Heart Attack 


Henry Agate, president of Henry 
Agate, Inc., manufacturing jewelry con- 
cern, 36 W. 47th St., New York, died 





THE LATE HENRY AGATE 


suddenly at 3.30 a. m., last Tuesday, at 
his home in the Marcy Hotel, 720 West 
End Ave., following a heart attack. Mr. 
Agate was in his 60th year at the time 
of his death. Funeral services will be 
held today (Thursday) from the West 
End Funeral Parlors, 91st St. and Am- 
sterdam Ave., New York, with burial in 
Mount Hebron Cemetery. 

Mr. Agate was born in Johannesburg, 
Union of South Africa, Sept. 7, 1871, 
coming to this country at the age of 21 
years. He completed his education in 
Chicago and started life as a journalist, 
soon becoming editor of the Zeitung, a 
German newspaper of that metropolis. 
In 1902 he served in Congress as a rep- 
resentative of the State of Illinois and 
shortly after this interlude of political 
life went to Europe for a year. 

Upon returning to this country he en- 
tered the jewelry trade, becoming asso- 
ciated with the Bonner Mfg. Co., 87 
Maiden Lane, as a traveling representa- 
tive. Mr. Agate remained with the 
Bonner concern for 21 years and in 1925, 
following Mr. Bonner’s death, became 
president. After the liquidation of the 
Bonner Mfg. Co., early this year, Mr. 
Agate established the firm of Henry 
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Agate, Inc., of which he was the presi- 
dent. 

Deceased was a charter member of the 
Jewelry Crafts Association and was first 
vice-president of the organization for 
many years, serving in that capacity un- 
til a short time before his death. He 
was a Past Master of the Golden Rule 
Masonic Lodge of Chicago and a member 
of the Fall River Lodge of Elks. 

Surviving are the widow, five daugh- 
ters and three sons. Jerome T. Agate, a 
son, is associated with Edward L. Stern 
& Bro., Inc., and a son-in-law, Louis M. 
Rothenberg, is also in the jewelry busi- 
ness at 64 W. 48th St. 





William Adelman 


HOBOKEN, N. J., Aug. 7—William 
Adelman, former well known resident 
and until three years ago one of the lead- 
ing jewelers of this city, died last night 
at his home in Caldwell, N. J. Death 
followed an illness of two weeks and was 
caused by bronichal pneumonia. Funeral 
services will be held to-morrow at his 
late home, 30 Frances Place, Caldwell, 
followed by interment in the New York 
and New Jersey Mausoleum, North Ber- 
gen, N. J. 

Mr. Adelman was born in Russia 69 
years ago and came to this country when 
a youth. He settled in Hoboken and 45 
years ago established himself in the jew- 
elry business in this city which he con- 
tinued under his own name until three 
years ago when he retired. It was after 
his retirement that Mr. Adelman moved 
to Caldwell to take up his residence. 

The retired jeweler was not only one 
of the leading business men of this city 
but was also known for his philanthropic 
activities. He was affiliated with the 
Hoboken Lodge of Elks, Hoboken Lodge 
F. and A. M. and Salaam Temple of 
Shriners. 

Deceased is survived by his widow, a 
son and two daughters. 





Alexander Shantzer 


Alexander Shantzer, for 15 years a 
member of the firm of Papick & Shant- 
zer, manufacturing jewelers, 49 Maiden 
Lane, New York, died suddenly last 
Thursday evening at his home, 587 Os- 
born St., Brooklyn, N. Y. The funeral 
was held the following day with burial 
in a Brooklyn cemetery. 

The day Mr. Shantzer died he had 
been at his place of business and after 
working until 5.30 p. m., he left for his 
home apparently in excellent health. 
Shortly after reaching home he com- 
plained of feeling sick and in a few min- 
utes fell to the floor dead. 

Alexander Shantzer was born in Rus- 
sia and was 39 years old at the time of 
his death. He came to this country 27 
years ago finishing his education in the 
public schools over here. About 15 years 
ago he was married and three months 
later joined with Isaac Papick in a part- 
nership of which he was a member until 
the time of his death. 

Deceased is survived by his widow and 
four children. 
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Nothing In Business 
Is So Certain As 


CHANGE 


New generations, born at the rate of 7000 members a day, force 
new viewpoints, new ideas, new demands upon us. The alert 
merchant bows to the will of these new generations and serves them 
to his benefit and profit. 


A new Business Era is Dawning .. . an era in which the retail 
merchant becomes the vital point in the distribution of merchan- 
dise. His effectiveness in this new era will be measured by his 
ability to make a net profit. 


But to profit in the face of constant change he must be supplied 
with dependable Business Opinion, authentic Buying Facts, and 
potent Sales Energizers. His great need is for a publication with 
infallible vision, and with sufficient personnel and capital to carry 
out these ideals and insure a quality of content . . . authentic and 
supreme. 


And so, at the Doors of a new Era, a new JEWELERS’ 
CIRCULAR steps forward to serve the merchant more fully than 
ever before. 


Timed in its publishing dates to coincide with his business yard- 
stick divided into months, it will treat with the present and the 
future, which are the only periods in which a profit can be made. 


Standing at the right hand of the busy merchant, midway between 
the manufacturer and the consumer, its mission will be to move 
Wanted Merchandise into the jewelry store, and from there into 
the hands of the consumer at a profit. 





Lond b: re 


President 
JEWELERS PUBLISHING CORP. 


The new Jewevers’ CircuLar will be dated October—in the mails September 15th 
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Manufacturers. Wholesalers and Im- 
porters Will Welcome Members 
of American National Retail 
Jewelers’ Association 


Manufacturers, wholesalers, and im- 
porters in New York, Newark and vi- 
cinity are making plans to extend a hos- 
pitable greeting to those who will attend 
the national convention of the A. N. R. 
J. A. to be held at Hotel Pennsylvania 
in this city, Sept. 14-19. 

It is expected that all of the visiting 
retailers will be guests at an afternoon 
and evening session. It is rumored that 
this will include a boat-ride, a dinner 
and other entertainment. 

Harry C. Larter is chairman of the 
general committee; G. H. Niemeyer is 
vice-chairman; Arthur C. Lorsch is 
chairman of the finance committee; 
Charles W. Sommer is in charge of the 
entertainment plans, and D. A. Davidson 
is chairman of the reception committee. 

The financing of this greeting to the 
convention is being taken care of through 
voluntary subscriptions made by whole- 
salers, manufacturers and importers. 
I. W. Cokefair, 10 Maiden Lane, New 
York, is treasurer. 


LETTER TO THE EDITOR 














Is the Manufacturer to Blame? 


Editor, THE JEWELERS’ CIRCULAR: 

In an article appearing in a recent is- 
sue of a jewelry journal, the evil prac- 
tices in an industry were deplored. An 
appeal was made to the fair-minded 
manufacturers, wholesalers and retailers 
to play the game according to certain 
rules. 

Present day methods of advertising 
and better knowledge of merchandising 
has made it practically an easy thing 
for wholesalers to sell direct to the con- 
sumer thus usurping the profits of re- 
tailers. In addition better transporta- 
tion and communication has brought to 
us department stores and chain stores 
and has changed the viewpoint of many 
jobbers. 

We cannot blame the wholesaler for 
trying to better his condition. Never- 
theless, he may be taking a path that has 
tortuous windings; a path that imposes 
on his brothers’ right of way. But the 
evil lies in his own family and not among 
relatives by marriage. If the wholesal- 
ers were to unite in an association 
which would examine members and make 
certain that only really legitimate whole- 
salers and not hybrids were entitled to 
that name, then a great part of the 
“wholesale-retail” problem would be 
eliminated. We cannot blame anyone 
but the wholesaler himself for the con- 
dition that exists in his own group. 

It is unfair to blame the manufacturer 
for extending credit to wholesalers who 
sell both wholesale and retail. After all, 
manufacturers are not criterions of the 
morals of their customers. Were they to 
employ detectives and research agencies 
to investigate the policies of every con- 
cern which the industry recognizes as a 
wholesaler their already meager profits 
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would diminish into nothing. Manufac- 
turers sell to people established as whole- 
salers through experience, custom and 
official records. It is not their fault if 
the wholesalers themselves permit con- 
cerns that are not wholesalers to be re- 
garded as such. 

The retail jeweler has a definite place 
in the jewelry industry. He is the final 
outlet to the consumer. He renders a 
specific economic service. Jewelry espe- 
cially is a unique commodity which re- 
quires absolutely a distinct personal 
touch. The integrity of the retailer and 
the faith reposed in him by the consumer 
cannot be replaced so easily by the job- 
ber-retailer. 

Retailers should patronize only the 
wholesalers who do not compete with 
them. Under modern facility of organi- 
zation that can be accomplished. Is the 
retailer forced to patronize concerns that 
compete with him? 

The evils in the jewelry industry, are 
not so widespread they cannot be elimi- 
nated. If the legitimate wholesalers 
were to unite and apply the same sound 
principles accepted by other great indus- 
tries undoubtedly much benefit would 
accrue to them. If they have discovered 
adultery in their house, they cannot ex- 
pect an outsider to get them a divorce 
and pay them alimony. 

They know where the evil is. They 
should tear it out by the roots from 
which it has sprung. 

Yours very truly, 
(Signed) JAcosp HorowI1rTz. 
Pres. Yorke Specialties Corp. 








Gems Valued at $1000 Missing After 
Two Men Visit Louisville 
Pawn Shop 


LOUISVILLE, Ky., Aug. 11.—A tray of 
36 diamond rings, valued together at 
$1,000, was missing from Simon Frockt’s 
Sons pawn brokerage shop, 143 W. 
Market St., after two men had loitered in 
the store, one asking about the repair 
of some silverware at 1.30 o’clock Satur- 
day afternoon, the proprietor, Joseph 
Frockt reported to the police. 

Mr. Frockt said he was waiting on 
another customer in the rear of the store 
when the pair entered. He said he be- 
lieved they waited until a clerk went out 
for lunch and he was there alone to at- 
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tend to the business. When the customer 
walked out one of the men came to the 
rear of the store and engaged Mr. Frockt 
in the conversation about the silverware 
while the second man stayed in front 
near the diamond case, the proprietor 
said. 

After both men had gone, Mr. Frockt 
said he noticed the tray of diamond rings 
missing. He said he believed the second 
man slid back a door of the case and 
removed the tray while the man he nego- 
tiated with was talking to him in the 
rear. Mr. Frockt came to police head- 
quarters and partially identified one of 
the two men from a photograph in the 
police files. 


NEW ENTERPRISES 


Henry Newmeyer has opened a jewelry 
store at 1690 N. Western Ave., Los An- 
geles, Cal. : 

A diamond setting shop has been 
opened at 424 S. Broadway, Los Angeles, 
Cal., by Arthur J. Hulme. 

Joseph Ott, formerly of Providence, 
R. I., has opened a clock repair shop at 
25 14th St., Wheeling, W. Va. 

Ruby’s, Inc., is the name of a new 
jewelry concern which opened recently 
at 131 S. Main St., High Point, N. C. 

J. H. Walter, formerly of Clifton, 
Ariz., has started in the jewelry and 
repair business in Tombstone, Ariz. 

W. F. Gabler has established himself 
in the jewelry business at Royal Oak, 
Mich., where he has opened a store at 
317 S. Washington Ave. 


BUSINESS RECORDS 


Jordan’s jewelry store, Mount Olive, 
N, C., is reported to be in bankruptcy. 

A voluntary petition in bankruptcy 
has been filed by C. E. Petersen, Albion, 
Mich. 

Miller & Hoffman, 133 Second St., Mil- 
waukee, Wis., have filed a voluntary peti- 
tion in bankruptcy. ‘They list their lia- 
bilities at $7,043 and assets at $5,912. 

The business of L. C. Arthur, Bedford, 
Va., is reported to be in bankruptcy. It 
is understood that the alleged bankrupt 
has no assets and that the liabilities total 
$749. 

An involuntary petition in bankruptcy 
has been filed against Gerardo Terra- 
nova, Chicago. Assets total approxi- 
mately $1,000, while the liabilities 
amount to about $8,000. 


























The store of McCarty’s Jewelers, is 
being moved from its present location ai 
190 North St., Pittsfield, Mass., where 
the concern occupied a half store, into 
more pretentious quarters at 221 North 
St. The new store is said to be one of 
the finest in western Massachusetts. The 
McCarty concern was at its old location 
for three years. The entire personnel, in- 
cluding E. J. Spall, who has been a 
watchmaker in Pittsfield for 40 years, is 
moving with the concern. 
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NEW YORK NOTES 


The E. F. Goldstein Co., diamond im- 
porter, has removed from 93 Nassau St. 
to 48 W. 48th St. 

Edward Trauner has severed his con- 
nection with the Hoffman Watch Co. and 
is now associated with the Clebar Watch 
Co., Inc., 512 Fifth Ave. 

I. Ackerman, formerly at 12 John 
St., has announced that he is now lo- 
cated in Room 505, Title Guarantee 
building, Los Angeles, Cal. 

Gabriel Sulza, of Bernard Rice’s Sons, 
325 Fifth Ave., left last Tuesday on an 
eight weeks’ trip to the Pacific Coast 
where he will visit the trade. 

Announcement has been made that 
Frederick D. Smith is now associated 
with Walter P. McTeigue, Inc., 36 W. 
47th St. 

Morris Rosenfeld, diamond importer, 
68 Nassau St., sailed for Europe recent- 
ly, going abroad to make purchases at 
the foreign stone markets. 

The store and factory of S. Pollack, 
68 Forsyth St., was opened Aug. 5 fol- 
lowing the completion of the annual 
vacation of the concern’s employes. 

Louis Beilenson, importer of diamonds, 
22 W. 48th St., is leaving next Saturday 
on a cruise to Halifax, returning Aug. 
29. During his sojourn Mr. Beilenson’s 
office will be closed. 

Maurice H. Cohen, formerly located at 
106 Fulton St., is now associated with 
Julius H. Kaplan Inc., 8 Eldridge St., 
and starting Sept. 1 will represent that 
concern as local representative. 

Charles T. Dougherty, president of the 
Charles T. Dougherty Co. Inc., importers 
of pearls and precious stones, 7-11 W. 
45th St., is enjoying a sojourn at his 
summer home, “Rest Haven,” at Green- 
wood Lake, N. Y. 

Julius Oppenheimer has become affili- 
ated with I. Michaelson & Son, 10 W. 
47th St., as representative through the 
Middle West. He left- on his initial trip 
last Monday. Henry Michaelson, of the 
same concern, left last Saturday for his 
territory in the South and West. 

James Wior, for eight years located at 
38 Victory Boulevard, Tompkinsville, S. 
I., has moved his jewelry business to 35 
Victory Boulevard. Mr. Wior has pur- 
chased the building in which he is now 
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located and before taking occupancy had 
the place remodeled. 

A charter of incorporation was 
granted Aug. 6 to the Leo Heilbrun Co., 
Inc., 17 W. 45th St., under the laws of 
New York State, with an authorized 
capital of $25,000. ‘This concern also 
has opened a branch office at 159 N. 
State St., Chicago, in the charge of E. 
S. Cornell, Chicago representative. 





William L. Sexton, 11 W. 42nd St., 
while crossing Euclid Ave., Cleveland, 
Ohio, on July 31 on his way to board a 
train for New York was knocked down 
by an automobile and seriously injured. 
He is now in the Deaconess Evangelica 
Hospital, Cleveland, suffering from the 
effects of a broken left ankle and a 
broken right shoulder. Mr. Sexton is 
85 years old. 

Until after Labor Day, the Timeology 
Hikers will meet every Saturday, at 2.30 
p. m., at the foot of the I. R. T. Wood- 
lawn Station, for a trip to Tibbetts Brook 
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Park, and a swim at the pool there. On 
Saturday evenings, at 8.30 o’clock, the 
Timeology campfire meetings will be held 
two blocks south of Dyckman St. ferry 
on the New Jersey side. Samuel Ber- 
nard, leader, will preside at the campfire 
meetings, and lead the Timeology Hikers, 

The Brooklyn Retail Jewelers Associ- 
ation is holding its second special pre- 
convention meeting tonight (Thursday) 
at the meeting rooms in the Johnston 
building, Flatbush Ave. and Fulton St., 
Brooklyn, at 9 o’clock. All committee 
members have been asked to bring their 
photographs and tickets for the Jewel 
Style Show will be given to the jewelers 
for distribution among their customers. 
This style show will be held Friday after- 
noon and evening, Sept. 19, at the Hotel 
Commodore, sponsored by and under the 
auspices of the National Jewelers Pub- 
licity Association. 

The Birnbaum Pressel Co., Inc., dia- 
mond cutter, 62 W. 47th St., received 
word last week that the King and Queen 
of Belgium were recent visitors to its 
booth at the exhibition now being held 
in Antwerp. An account published on 
July 27 in the Neptune, one of the lead- 
ing Antwerp newspapers stated that 
“their Majesties stopped for a long time 
at the stand of Messrs. Birnbaum & 
Pressel, 72 Rue Jordaens.” Concluding 
the newspapers stated “A striking arti- 
cle which draws the attention to this 
stand is the highly intevesting rough 
stone still in its ‘gangue’ of blue ground. 
Their Majesties, before departing, con- 
gratulated Mr. Louis and Joseph Pressel 
who were present at the stand.” 

James Pascoe, leading jeweler of Auck- 
land, New Zealand, left New York last 
Thursday for Toronto, Can., after visit- 
ing here for two weeks. Mr. Pascoe, ac- 
companied by his family, is making 4 
pleasure tour of the world, which will 
take about 20 months when completed. 
He has already visited many of the 
European cities, spending time in Pforz 
heim, Germany, one of the largest jewel- 
ry manufacturing centers of the con- 
tinent. In an interview last week, Mr. 
Pascoe told a representative of THE 
JEWELERS’ CIRCULAR that the New Zea- 
land jewelers find it necessary to stock 
novelty goods such as_ smokers’ re 
quisites, bridge sets, china, etc., and that 
the people of his country show very little 
demand for precious stone jewelry, going 
in largely for the better type of imitation 
stone costume jewelry. While on the 
continent, Mr. Pascoe attended the Ex- 
position at Barcelona, Spain, and was 
very much interested in the jewelry dis 
play, which, he said, was quite unusual, 
showing a large quantity of diamond set 
watches and diamond jewelry, using al- 
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most exclusively baguette stones. The 
baguette cut diamond, said Mr. Pascoe, 
has attained tremendous popularity 
throfvhout Europe, especially noticeable 
in Paris and London. 

Robert E. Davidson, formerly asso- 
ciated with David Rothschild, is now 
located at 7 W. 45th St., acting as a 
broker on his own behalf. 

A new credit jewelry store celebrated 

its opening last Saturday in Richmond 
Hill, L. I., N. Y., under the name of 
Williams Jewelry Inc. The new store is 
located at 120-15 Liberty Ave. 
» Henri Mandelbaum, diamond importer, 
580 Fifth Ave., will return next Satur- 
day on the Leviathan from a six weeks’ 
purchasing trip in the diamond markets 
of Amsterdam, Antwerp and Paris. 

The Benrus Watch Co., 62 W. 47th 
St., made its debut on the air last Tues- 
day evening over Station WJZ. The 
program was one of humor and music 
and followed immediately after the Amos 
‘n’ Andy sketch. The artists appearing 
on the program were introduced as the 
Benrus “Ticksters.” The feature of the 
program was the appearance of Arthur 
Lippman, well known humorist who re- 
cited several funny stories and then con- 
cluded with a poem entitled “The Last 
Two Weeks in August.” The Benrus 
“Ticksters” will be weekly features over 
WJZ every Tuesday evening at 7.15 
o'clock. 

Ganeshi B. M. Lall, the East Indian 
merchant, who is styled by his asso- 
ciates as the “King of Pearls” arrived 
in New York last Monday on the Car- 
mania, accompanied by his 12-year-old 
son and a friend, Tejumal Chatlani, 
whose impressive title, according to 
newspaper reports, is “the Jeweler of 
the Nile.’ Mr. Lall announced that he 
had brought with him pearls and 
emeralds worth $4,000,000 to sell here 
and as an-example of his wares wore 
on his left haiid an emerald which he 
valued at’$40,000. Mr. Lall and his 
associate plan to remain in this country 
four months and according to their 
statements will dispose of their wares in 
private sales. Questioning disclosed that 
the New York Customs officials knew 
very little about the importation of 
$4,000,000 in jewels and it is reported 
that the goods came into this country 
under bond and are now at Philadelphia. 
Merchandise imported under this ar- 
tfangement, said a government official, 
can be held three years in a bonded 
warehouse and be sold by sample or 
Photograph, the duty being payable 
whenever it is removed. At the end of 
this period, merchandise that has not 
been sold must be taken out of the coun- 
try at the nominal charge of one per cent 
ad valorem. 





While Herbert Skeels, jeweler of 
Azusa, Cal., was absent from the front 
of his store one morning recently, a 
sneak thief entered his establishment 
and opening the door of one of the show 
cases, stole diamond rings valued at $300. 
Mr. Skeels had been doing repair work 
m the rear of his store and when the 
heft was discovered notified the police. 
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ROCHESTER, N. Y. 


Search for John Pirronelli, Syracuse 
jeweler, missing from his home for sev- 
eral days, last week shifted to Rochester, 
his former home, where it is believed he 
might have gone. No reason could be 
found for his disappearance. B. W. 
Sullivan, 108 E. Taylor St., Syracuse, is 
conducting the search. 

Already in his second term in the New 
York State Assembly, Haskell H. Marks, 
member of the firm of Marks & Abram- 
son, retail jewelers, of 64 State St., last 
week was redesignated by Monroe Coun- 
ty Republicans for reelection to office. 
Before he was elected to the Assembly, 
Mr. Marks served as an alderman in the 
Rochester City Council. 

Although business continued at low 
ebb in July, Rochester retail jewelers in 
reviewing the month last week pro- 
nounced trade satisfactory, considering 
the business depression. Strap watches 
and kitchen clocks and occasionally sil- 
verware made a little better showing 
than gems, watches and ornaments, but 
trade in general kept on an even keel. 

Harry Rosenberg, head of Rosenberg’s, 
retail jewelry iirm of 89 State St., has 
introduced a new scheme in jewelry ad- 
vertising by writing a series of articles 
on precious stones, silverware and clocks 
under his own name in a Rochester news- 
paper. The articles, all copyrighted, are 
designated as educational articles and 
carry Mr. Rosenberg’s picture. Printed 
in body type, they have the appearance 
of newspaper stories. 











NEW JERSEY 





Thieves recently broke into the jewelry 
store of W. S. Leigh, Clinton, N. J., and 
escaped with a trayful of fountain pens 
and a number of watch chains. En- 
trance to the store was gained by break- 
ing a window in a rear door and then 
reaching through to a lock on the inside. 
Only recently the State Police and a 
detective from Ashley, Pa., recovered 
most of the jewelry stolen from the 
Leigh store in a previous robbery. 

Through the alertness of two of the 
younger members of the Paterson, N. J., 
police force, the jewelry store of Victor’s, 
Ine., on Main St., in that city, was saved 
from a robbery. Noticing a man who 
acted suspiciously, the two patrolmen 
followed him and shortly after he ap- 
proached the Victor jewelry store was 
placed under arrest. An investigation, 
it is claimed, revealed that the man had 
soaped the jewelry store window and 
was in possession of a stone wrapped in 
paper. The prisoner, it is charged, was 
preparing to smash the jewelry store 
window. The stranger claimed he was 
intoxicated but investigation by a police 
physician showed the man to be sober. 
He was held in $10,000 bail pending the 
action of the grand jury. 

A thief, apparently aided by a child 
or under sized adult, recently robbed the 
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jewelry store of P. V. Bergen, W. High 
St., Bound Brook, N. J. The robbery 
was accomplished between the time the 
store was closed one evening recently 
and when it was opened by Mr. Bergen. 
Investigation revealed that a pane of 
glass 10 by 12 inches, hardly large 
enough for a man to crawl through, had 
been removed from a wall in the rear 
of the store. Once inside, the thief was 
compelled to scale a partition to reach 
the main part of the jewelry establish- 
ment. The loot taken consisted of rings, 
silver bracelets, watch chains, inexpen- 
sive watches, imitation pearl necklaces, 
a tray of fraternity pins and a belt set. 
‘The loss amounted to about $200 and is 
covered by insurance. 








ATLANTA, GA. 





J. Busch, of Athens, Ga., and Mr. 
Feffer, of the Feffer Jewelry Co., Colum- 
bus, Ga., were visitors in Atlanta dur- 
ing the week. 

Leonard Strauss, of the Durham 
Jewelry Co., 14 Edgewood Ave., is pay- 
ing a two weeks’ visit to Cincinnati, his 
former home. He is accompanied on the 
trip by his wife. 

E. B. Freeman, Jr., of Myron E. Free- 
man & Bro., recently left for Chicago, 
to attend the Chicago Gift and Art Show. 
He will return to Atlanta following a 
visit to New York and other eastern 
cities. 

George O. Dary, well known Atlanta 
manufacturers’ representative, has 
leased office space in the Forsyth build- 
ing, where he will occupy larger quarters 
at 832 and 833. He has been located in 
the Grant building for the past six or 
seven years. 








Market Prices for Silver Bars 


The following are the quotations for 
silver bars in London and New York as 
reported for the past week: 

Selling Price 


London U.S. Gov’t New York 

Date Official Assay Bars Official 
Aug. 5.. 153 36% 34% 
= ae 1533 36% 34% 
“ wie 1548 36% 34% 
« 8.... 154 36% 341% 
| Pe 16 37% 34% 
oR 16 #5 37% 35% 








Jewelers’ Gold Bars Withdrawn and 
Exchanged at New York 


Week Ended Aug. 9, 1930 


The U. S. Assay Office reports: 
Gold bars exchanged for gold 


GQ ewencabacaxdaguesnewacs $333,236.90 
Gold bars paid depositors..... 43,749.43 
WG kieeeewweceewuue wed $376,986.33 


Of this, gold bars exchanged for gold 
coins are reported as follows: 


Date Exchange 
pe Cer ee eee ree ee $134,154.76 
“ Die wiedodawonenseban wees 50,546.61 
” FA < baa GAs sworn Wace a ates 56,004.59 
- l CLP ERT OT Ce eC eer ee 55,906.79 
™ RA ceirdnd age uae wael ae: 31,395.13 
= Ose H a anaes water aee wee es 5,229.02 
Ee awn we cece cussed. $333,236.90 


PROVIDENCE 


Yanow’s, Inc., 20 Main St., Woon- 
socket, is holding a clearance sale pre- 
paratory to removal to larger quarters. 

Notice has been filed at the office of 
the Secretary of State that the Lorg- 
nettes, Inc., of this city, has increased 
its capital stock from $50,000 to $75,000. 

An overheated enameling oven in the 
factory of the Beeber Mfg. Co., 43 Sabin 
St., started a water sprinkler the other 
afternoon and summoned the fire depart- 
ment and a large crowd. The only dam- 
age was by water. 

The beautiful bronze memorial tablet 
dedicated last week in France to the 
memory of 151 Princeton collegians who 
gave their lives in the World War, was 
designed and executed by the Gorham 
Mfg. Co. 

Later advices from Chief of Police 
Victor Hurlburt of Grand Isle, Vt., rel- 
ative to the drowning of David A. Robin- 
son, wholesale jeweler of this city, as 
reported in THE JEWELERS’ CIRCULAR last 
week, state that Mr. Robinson’s inability 
to handle a boat in a high wind was the 
cause of the accidental death. 

The Paramount Plating Co. has been 
incorporated under the laws of Rhode 
Island to conduct a general plating busi- 
ness in Providence with an authorized 
capital stock consisting of 500 shares of 
common stock of no par value. The in- 
corporators are Myer Rubin, Joseph 
Goodman and Max Winograd. 

Directors of the Gorham Mfg. Co. at 
their meeting last week declared a divi- 
dend of 50 cents per share on the com- 
pany’s common stock. This compares 
with a similar amount three months ago 
and while it is not officially termed a 
regular quarterly disbursement it is the 
seventh such payment of like amount. 
The dividend will become payable Sept. 
1 fo stockholders of record Aug. 15. 

A clambake and sports program fea- 
tured the 13th annual outing of the em- 
ployes of the Uncas Mfg. Co. held at Jim 
Smith’s Inn, Lakewood, last Thursday. 
A baseball game between the married 
and single men was won by the former, 
10 to 9. A musical program and dancing 
followed the sports. The bake was 
served at 1.15 o’clock soon after the 
merrymakers arrived in 48 automobiles 
and two large buses which left the Uncas 
plant on Atwell’s Ave. at 12.30 o’clock. 

Peter Lallo, 22 years of age, of 205 
Ridge St., this city, was sentenced to 60 
days in the Providence County Jail last 
week on a charge of disposing of lease 
property. According to the testimony, 
Lallo went to the Reiser Jewelry Co., 248 
Westminster St., on June 26 and pur- 
chased a $50 watch and a $125 diamond 
ring, and paid $9 down and agreed to 
pay $3.50 per week. On July 2 the court 
was informed Lallo sold the watch to a 
stranger for $35 and _ subsequently 
pawned the diamond ring for $10. 

Among the jewelry buyers reported in 
Providence and vicinity during the past 
week were the following: Mr. Struss of 
Herman Struss Corp.. New York city: 
Mr. Cohen, of Herbert Cohen Co., Balti- 
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more; Mr. Kaskell, of D. Lisner & Co., 
Inc., New York city; Mr. Stern, of Isaacs 
Cahn Co., Chicago; Mr. Levy, of A. Levy 
Co., New York city; Mr. Karsky and 
Mr. Cohen, of the Boston Store, Milwau- 
kee, Wis.; Mr. Bamberger of Bamberger 
& Schneider, Inc., New York city; Mr. 
Schattauer and Mr. Lawrence, of Law- 
rence & Schattauer, Inc., New York 
city; Mr. Goldberg, of the Vogue Jewelry 
Co., New York city; Mr. Adler, of Julian 
Adler Co., New York city, and Mr. 
Foster of Samstag & Hilder Bros., New 
York city. 

Calvert E. Casey, attorney, who last 
week was appointed temporary receiver 
for Fischer & Preufer, Inc., manu- 
facturing jewelers, 144 Pine St., was 
ordered to turn over to the Globe Mfg. 
Co., Inc., and Sigmund Fischer, presi- 
dent, treasurer and sole stockholder of 
the Globe Co., machinery and equipment 
worth several thousand dollars under a 
decree entered in the Superior Court by 
Judge Herbert L. Carpenter. Mr. 
Fischer and the Globe Mfg. Co. brought 
a petition for reclamation of machinery 
and tools which they claimed belonged 
to the Globe Mfg. Co. but were taken over 
by Mr. Casey when he took charge of 
the assets of Fischer & Preufer Inc. 
Under the decree Mr. Casey is ordered 
to turn over the keys of the premises 
occupied and rented by the Globe Mfg. 
Co. on the third floor of the building at 
144 Pine St., and the temporary receiver 
and others are enjoined from interfering 
with the Globe Co. in its business. 








ATTLEBOROS 


The Wells Mfg. Co. has removed its 
plant from 30 Railroad St. to 47 County 
St. 

The plant of the Morton Mfg. Co. has 
been removed from 54 Union St. to 5 
Maiden Lane. 

The F. C. Worrall Co. has removed its 
plant from 30 Railroad St. to larger and 
more commodious quarters at 47 County 
St. 

John H. Peckham, head of the manu- 
facturing jewelry concern of J. H. Peck- 
ham Co., at North Attleboro, has the 
sympathy of the entire trade in the death 
of his wife the past week. 

The Bugbee & Niles employes enjoyed 
a vacation period the past week at the 
expense of the concern. Fifteen years 
ago the late Alpin Chisholm inaugurated 
the plan of shutting down the factory 
for one week in August and paying his 
employes their wages for the week. This 
practice has been maintained by his suc- 
cessors. 
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David Thomas, for 15 years with 
Jason Weiler & Sons, has engaged in 
business for himself in the Washington 
building. Having had wide experience 
in diamond dealing Mr. Thomas is con- 
ducting business in loose diamonds, mak. 
ing a specialty in this line. 

The sympathy of the trade is extended 
to David Goldwasser of the Jewelers’ 
building on the loss of his son, Saul, who 
died from heart trouble Aug. 2. The 
son, who had just graduated from Har- 
vard University, was 22 years of age, 
He had suffered from a heart ailment for 
years. 

E. S. Page, of M. S. Page & Co., has 
been in Europe for the last six weeks, 
visiting the diamond markets and also 
sightseeing a good part of the time. He 
is expected back in Boston shortly, 
Arthur S. Kelley, president of the Nor- 
ling & Bloom Co., has just returned from 
the old world. He also engaged in simi- 
lar pursuits to Mr. Page. 

According to one leading jeweler who 
has lived through several similar de- 
pressions, there will be a gradual re- 
covery, a steady growth toward nor- 
malcy. He also holds that a steady gain 
will be much better than any boom. “We 
are preparing for such a gradual re. 
covery,” he said, “especially in moderate- 
priced jewelry. Such goods are going 
much better than more expensive articles. 
The last two months have shown this. 
Popular priced silverware, watches and 
other staple lines have enjoyed a steady 
sale. Costume jewelry also has main- 
tained a regular demand.” 


PHILADELPHIA 


The May Jewelry Co., with headquar- 
ters in Washington, has leased the west 
store in the Frank & Seder department 
store building at 1025 Market St. fora 
long term of years. 

Window smashers invaded the Ger- 
mantown section of the city last week 
and obtained watches and other pieces of 
jewelry valued at $135 from the store of 
Herbert Lassen, 5805 Germantown Ave. 
The thieves are believed to have been 
frightened away before rifling the win- 
dow. A policeman discovered the broken 
window at 4 a. m. 

Orders from the City Treasurer for 
warrants for more than 4000 Philadel- 
phia merchants, including several retail 
jewelers, who have failed to pay the 
mercantile tax for 1929, has brought to 
a crisis the agitation for repeal of the 
law which merchants claim imposes 4 
distinct hardship on them. The tax it 
self is comparatively small, but objec 
tion is made to the principle on which it 
is based, this being on gross sales re 
gardless of whether any profit is made. 
The Mercantile Tax Repeal Association, 
which has headquarters here, has et- 
listed many jewelers in the campaigt 
for repeal of the law, which imposes 4 
tax on the gross volume of business hal 
dled during the year. 














vith 
in 
‘ton 
nce 
0n- 
\ak- 


ded 
ers’ 
who 
The 
lar- 
age, 
, for 


has 
eks, 
also 
He 
rtly. 
Nor- 
from 
simi- 


who 
 de- 
| Te- 
nor- 
gain 
“We 
l re- 
rate- 
roing 
icles. 
this. 
; and 
beady 
nain- 


quar- 

west 
tment 
for a 


Ger- 
week 
ces of 
ore of 
| Ave. 

been 
» win- 
yroken 


oy for 
iladel- 
retail 
y the 
ght to 
of the 
ses a 
-ax it 
objec- 
hich it 
les Te 
made. 
jation, 
AS ell 
npaign 
oses 4 
ss han 





August 14, 1930 


CHICAGO NOTES 


Theodore Bittermann, of Bittermann 
Bros., Evansville, Ind., spent a few days 
in Chicago last week looking over new 
fall merchandise. 

S. H. Cayce, of George T. Brodnax, 
Inc., Memphis, Tenn., spent a few days 
of the past week in Chicago combining 
business with pleasure. 

Paul H. Samuels, Chicago manager 
for Katz & Ogush, with offices on the 
10th floor of the Pittsfield building, left 
this week on an extended business trip 
through the West to the Pacific Coast. 

Harry Lesch has opened offices in Suite 
814 Kesner building. Mr. Lesch repre- 
sents eastern manufacturers in Chicago 
and through the Middle East and Middle 
West. 

J. S. Bliss, managing director of the 
Canada office of Oneida Community, 
spent some time in Chicago last week 
visiting at the company’s local offices in 
the Silversmith building, and visiting 
with 1aembers in the trade. 

Samuel F. Cohn, eastern representa- 
tive for Associated Jewelers of Seattle, 
left tris week for his territory, after 
spending a week at the Chicago offices. 
Mr. Cohn will be away until after the 
holidays. 

The sales force of the Ingersoll-Water- 
bury Co. held their summer sales con- 
ference last Monday at the Bismarck 
Hotel. Business plans for the fall were 
discussed as well as their business in 
general. 

Richard D. Fleek and W. D. Fleek, 
of the Juergens & Andersen Co., have 
returned from Denver, where they spent 
a month at their home. They are now 
preparing their lines and will leave for 
their respective territories shortly. 

M. S. Fleishman & Co., Heyworth 
building, has rearranged and remodelled 
his display room and offices. In making 
the change he has more room to display 
merchandise. Additional cases have 
been installed and they are new ready 
for fall business. 

C. R. Billimack, southern Illinois rep- 
resentative for M. A. Mead & Co., A. C. 
McKay, Detroit representative and A. A. 
Schoumacher, representing them through 
northern Illinois and Wisconsin are 
Spending a week in Chicago replenishing 
their stock and attending sales confer- 
ences. 

M. B. Solomon is now located in his 
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new store on Lincoln Ave., just west of 


Ashland Ave. Mr. Solomon has been 
located at the six corners for many years. 
He had to move from his old location at 
3202 Lincoln Ave., because the building 
had to be torn down to make way for the 
widening of Ashland Ave. 





Mermod C. Jaccard, Texas represen- 
tative for the Norris, Alister-Ball- 
Bridges Co.; L. E. Clarke, Syracuse, 
N. Y., representative and C. A. Beghtol, 
who makes his headquarters at Denver, 
arrived at the home offices last week to 
replenish their stocks and attend the 
Chicago Trade Show. 

H. B. Stratton, eastern representative 
for the Juergens & Andersen Co., Add-A- 
Pearl division, returned from an extend- 
ed business trip through his territory 
and is now spending a couple of weeks 
resting and motoring through nearby 
States. Paul C. Rietz, of the same 
concern, has returned from Troutdale, 
Colo. 

B. L. Shinn, secretary of the National 
Jewelers’ Board of Trade, is spending 
a few days in Chicago visiting at the 
local offices in the Garland building and 
calling on members in the trade. C. D. 
Thorpe, Chicago manager of the Board, 
returned last Saturday with his family 
from a pleasure trip to Albion, Mich., 
where he spent a few days. 

W. J. Hereschede of the Hereschede 
Clock Co., Cincinnati, spent a few days 
of the past week in Chicago visiting with 
members in the trade. While here Mr. 
Hereschede held a sales conference with 
their representatives that were in attend- 
ance at the Chicago Trade Show. The 
summer meeting was held at the Palmer 
House. 

Milton B. Fitch, formerly of the Bar- 
tels Optical Co., and Harold C. Nielsen, 
of the Minneapolis, are now associated 
with Wm. G. Beek Optical Co., Inc., at 
5 E. Washington St. Both Mr. Fitch 
ard Mr. Nielsen are well acquainted with 
members in the jewelry industry, and 








their friends wish them success in this 
new venture. 

E. P. Sundberg, for many years a 
prominent retail jeweler at Fargo, N. D., 
but for the past year retired and making 
his home at San Diego, Cal., spent the 
past week in Chicago calling’on many 
of his friends in the trade. Mr. Sund- 
berg left here to visit in Canada, and 
will then spend some time at his old 
home in Fargo. 

Police of the E. Chicago Ave., station 
are hunting two bandits who robbed Mrs. 
Anna Wolfort of jewelry valued at sev- 
eral thousands of dollars in her apart- 
ment at 201 E. Delaware Place. Mrs. 
Wolfort is the wife of Samuel Wolfort, 
manager of the First State Pawners’ 
Society. The robbers gained entrance 
into the apartment by posing as plumb- 
ers. 

The Eastern Manufacturers and Im- 
porters exhibit at the Palmer House 
occupied the entire seventh and eighth 
floors during the two weeks of July 21 
and Aug. 1 inclusive. While the attend- 
ance was not as large as upon occasions 
of former exhibits many of the ex- 
hibitors expressed entire satisfaction 
with the amount of purchases made dur- 
ing the two weeks. 

D. Arnstein, Cumberland, Ky., spent 
several days of the past week in Chicago 
looking over new merchandise. While 
here Mr. Arnstein announced that upon 
his return to Cumberland, he would open 
his new store. The business will be 
operated under the name of the Cumber- 
land Jewelry Shop. Mr. Arnstein has 
been associated in the jewelry business 
for a great many years, operating from 
his home. 

Milton Heller, president of L. Heller 
& Son, and subsidiaries, was a visitor in 
Chicago during the past week, renewing 
old acquaintances and visiting with their 
representatives, at their offices in the 
Heyworth building. Sam Dorsky, east- 
ern representative for the Heller con- 
cern, made his first visit to Chicago last 
week. Mr. Dorsky visited with members 
in the trade and took special interest in 
Chicago’s new features. 

Harry Iglow, proprietor of the Wolf’s 
Jewel Shop, announces that he has taken 
a lease on a store in the new building 
being erected on the northwest corner of 
Lincoln and Belmont Ave. He is in 
hopes of opening on Oct. 1. Mr. Iglow 
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has been in the retail jewelry business 
for the past five years and this new store 
will make his fourth store. He has a 
store on Broadway at Lawrence Ave., W. 
Madison St., and E. 63rd St. 

Edward Wexler has leased space at 
2236 E. 71st St., and will open a retail 
jewelry store there about Sept. 1. Mr. 
Wexler has been in the wholesale and 
manufacturing jewelry business for 
many years. For the past 11 years he 
was a member of the firm of Zlotowitz 
& Wexler. This partnership was dis- 
solved in February of this year. 

J. D. Grassick, salesmanager for the 
Alvin Corp., with headquarters at the 
home offices in Providence, spent the past 
week in Chicago visiting with many 
acquaintances and attending to business 
at the company’s local offices. Mr. Gras- 
sick, for many years was associated with 
the Chicago offices and for the past few 
years was manager of the office. F. J. 
Thoenissen, was recently appointed Chi- 
cago manager of the Alvin Corp., with 
offices on the fifth floor of the Silver- 
smith building. He succeeds Mr. Gras- 
sick, who was appointed salesmanager. 
Mr. Thoenissen, for the past 20 years 
was connected with the Chicago office 
of Gorham, Inc., as city representative. 








DETROIT 


Herman Hiss & Co., retail jewelers at 
Bay City, Mich., are about to start on 
the erection of a two-story building. 

George Loehr, of the Scribner & Loehr 
Co., Cleveland, was a visitor last week 
at the company’s Detroit branch. 

George Marks, who has been manager 
of the Brown retail jewelry store in Port 
Huron, Mich., for a considerable time, 
on Sept. 1 will become manager of the 
Strawn Retail Jewelry Co. in Cleveland. 

Jacob Segal, of the Jacob Segal Co., 
diamond importer, left this week for a 
trip through the West and the North- 
west. He expects to be away for several 
weeks. 

Both retail and wholesale jewelers re- 
ceived joyously the announcement that 
130,000 persons resumed work in the De- 
troit motor car plants on Monday, Aug. 
4. The reason for this is that workers 
in the motor car plants are among the 
most active customers the jewelers have. 
For more than three weeks most of the 
big plants have been closed, with a corre- 
sponding falling off in retail jewelry buy- 
ing. Not only will the jewelry business 
in Detroit receive an uplift, but also in 
Toledo and Cleveland. When the Detroit 
motor car plants resume production, it 
has a similar effect on the accessory man- 
ufacturers in these neighboring cities, as 
they produce in great quantities for the 
Detroit motor industry. 

Jack Johnson, former heavyweight 
boxing champion, was brought into court 
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here last week for the alleged non-pay- 
ment of jewelry purchased for his for- 


mer wife. He was released after he 
tendered $400 in payment on account. 
Johnson was taken into court on a 
debtor’s warrant obtained by a New 
York jeweler, who had obtained a judg- 
ment for $2,627 which was still due him, 
he said. After the divorce, Johnson, the 
jeweler said, refused to pay the balance. 
The amount of the original purchase, it 
is said, was $15,000. The former fighter 
told the court he had received a letter 
in which the jeweler said he was willing 
to accept $400 in lieu of further pay- 
ment. 








MILWAUKEE 


Vincent Ackerman of Koehler’s jewel- 
ry store at Manitowoc, Wis., was mar- 
ried on July 15 at San Juan, Capistrano, 
Cal., to Miss Esther Seitz of Los Ange- 
les. Mr. and Mrs. Ackerman will make 
their home in Manitowoc after Sept. 1. 

Claude Olney, until recently a jeweler- 
optometrist at West Allis, Wis., proved 
himself one of the best shots in the coun- 
try, in both the doubles and Class A 
singles championship of the Wisconsin 
State Trapshooters Association, at its 
annual contest here. Mr. Olney won the 
State handicap championship, and also 
won the doubles or two target event, and 
the Class A championship at 16 yards 
with a card of 99. In winning the State 
handicap championship he tied with M. 
K. Raidy, jeweler-optometrist at Fond 
du Lac. 











CLEVELAND 


The Kleinman Jewelry Co., credit 
jeweler in the Superior Arcade, will 
open a store on the ground floor of the 
Hickox building on Euclid Ave. 

William Friedberg, formerly of 7515 
St. Clair Ave., has opened a store on 
Hayden Ave., East Cleveland, and has 
incorporated the business under the 
name of the Friedberg Jewelry Co. 

Adolph Hower, formerly a partner of 
the firm of Schroeder & Hower, watch- 
makers in the Truman building has suc- 
ceeded Mr. Mathes in the watch repair 
department of the Bowler & Burdick Co. 
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Albert Rossio, retail jeweler, third 
floor of the Citizens building, is now set- 
tled in his newly enlarged quarters, 
which have been completely refurnished. 
He has doubled his former space. 

Carl W. Nicholson, located at 800 Car- 
negie Hall, has incorporated his business 
under Ohio laws, the corporate name 
being Carl W. Nicholson, Inc. They 
are now specializing in imported gift 
articles and trophies. 

The United Watch Crystal Co. has 
opened offices at 1028 Schofield building. 
The principals are G. H. Frazer and A. 
M. Dutcher. They were formerly con- 
nected with the National In-2-Sta Corp., 
Ltd., of San Francisco and Seattle, Mr. 
Frazer being manager of the San Fran- 
cisco branch and Mr. Dutcher of the 
Seattle branch. 








SAN FRANCISCO 


Charles E. Hanni has moved his offices 
from the seventh to the third floor of 
the Jewelers’ building. 

Out of town retail jewelers visiting 
the trade include: Mrs. A. J. Wilkinson, 
Tracy’; C. Mantele, Stockton; J. B. Hall, 
Watsonville; J. D. Bennett, San Rafael. 

The 16th store of its chain has been 
opened by the Gensler-Lee Jewelry Co., 
at 92 S. First St., San Jose, Cal. The 
firm’s home office is at 830 Market St., 
in this city. 

Howard C. Rowbothame, manufac- 
turers’ representative of Chicago who 
called upon the California trade years 
ago has been paying his first visit 
here in nearly 10 years. He is over 
70 but hale and active, and as able as 
ever in signing up business, his friends 
here say. 

Dr. W. Davies of Stockton, who oc- 
cupies part of the store of C. Mantele, 
well-known jeweler of that city, recently 
flew from Stockton to Seattle and thence 
to Alaska. He then visited Salt Lake 
and Los Angeles, making his trip by 
air lines. Dr. Davies is over 80 years 
old and he seems to have enjoyed the 
fast traveling. 

H. C. Van Ness, former manager of 
the Gorham Co. for the Pacific Coast 
District, sailed late in July on _ the 
Pennsylvania for New York via the 
Panama Canal and Havana. Mr. Van 
Ness will take an extended vacation in 
his native State of New Jersey and be- 
fore returning will tour New England 
and the Province of Quebec, returning 
this fall via the Canadian route. 

C. C. Skov, one of the new tenants 
in the Jewelers’ building has just re 
turned from visiting the eastern fac- 
tories, with representation for added 
lines, including the Merwin-Wilsor 
trophy cups, the F. A. Goldman line, 
New York; Lehman Bros.’ silver lines. 
Mr. Skov, who has a large display of 
samples is also representing for the 
territory West of Denver the goods of 
Andrew A. Taylor, Inc., manufacturers 
of silver novelties, etc. Mr. Skov was 





formerly Coast superintendent for Wil- 
liam A. Rogers, Ltd. 
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“Napoleon” a New Holmes & Edwards 
Pattern 


The Holmes & Edwards Silver Co., a 
division of the International Silver Co., 
has just announced a new pattern called 
“Napoleon.” It is simple in design and 
at the top of each piece of flatware is 
an odd shaped shield. 

The new Napoleon pattern introduces 
many new pieces, sizes and shapes in- 
cluding the already popular Viande 
knife and fork and the new Viande salad 
fork, salad knife and butter spreader. 
All these pieces have long handles and 
short blade and tines. 

The Napoleon pattern introduces a 
new style bowl that is strikingly attrac- 
tive in its smart contour. All the fancy 
pieces such as the berry spoon, flat 
server, pickle fork, etc., have been de- 
signed to be more practical as well as 
more beautiful. The new Napoleon iced 
drink spoon has a graceful handle that 
carries out well the pattern. 

The new pattern is made with hollow- 
ware to match and introduces to the 
Holmes & Edwards line the service plate, 
the individual bread plates, and many 
other handsome accoutrements of the 
modern dinner table. 


* * * 

A. Wittnauer Co. Receives Diploma 
from Byrd Expedition for Effi- 
ciency of Longines Precision 
Instruments 


A. Wittnauer Co., 402 Fifth Ave., 
New York, has just been awarded a 
diploma from the Byrd Antarctic Ex- 
pedition for their valuable cooperation in 
furnishing Longines scientific timing 
equipment. The expedition is preparing 
at the present time to make a complete 
report on the various instruments and 
timepieces furnished. 

One of the Longines box chronometers, 
No. 2977284, which was in continual use 
and shows a good many signs of hard 
usage, has shown a maximum variation 
of 17 seconds during an entire year at 
the Antarctic. These instruments were 
subjected to a wide variation of tempera- 
ture, 

The Longines scientific timing equip- 
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ment which accompanied Admiral Rich- 
ard E. Byrd to the South Pole was 
planned for many months ahead and is 
considered the most complete equipment 
ever used on any polar expedition. 


* * * 
Unique Electric Clock Will Be Dis- 
tributed by Cincinnati Concern 


Clocks which will not only tell the 
time but will also be utilized for adver- 
tising purposes will be distributed na- 
tionally by the Glo-Clox Co. which was 
recently incorporated in Cincinnati, Ohio. 
These timepieces, which will be electric- 
ally operated, will have a translucent 
dial and the current utilized in keeping 
the clocks going will also serve their 
illuminating needs. 


The clocks are to be manufactured by 
the F. H. Lawson Co. and will be dis- 
tributed by the company, which has 
asked for a charter from the Secretary 
of State. 


* * * 
Interior Decorative Service Inaugu- 
rated by R. Wallace & Sons 
Mfg. Co. 


In a concentrated attempt to persuade 
the public to use Sterling silver in the 
decorative scheme of the home, the R. 
Wallace & Sons Mfg. Co., Wallingford, 
Conn., has inaugurated an interior deco- 
rative service. This service gives jewel- 
ers and their customers the gratis advice 
of Dorothy Ethel Walsh, one of New 
York’s foremost decorators and also a 
lecturer, radio broadcaster and authority 
on interior decoration. 


In a beautiful and useful folder in 
which it is emphasized that Sterling 
silver is the vogue in decoration not only 
for the dining room but as occasional 
pieces for “every room in the house,” 
Miss Walsh describes the correct use of 
Sterling as a guide to beauty in the 
home. Two mailing pieces have been 
prepared by the Wallace concern for a 
select list of customers. 

In addition to the folders prepared for 
customers, Miss Walsh has also created 
a chart for the jewelers’ sales staff to 
give them a thorough knowledge of what 
they are selling and how to sell it, 








acquainting them with correct groupings 
of Sterling for every room in the home. 
Also, there is for window display three 
studies of decorative arrangements. 


* * * 


New Establishment in Providence 


Lawrence M. Bayan, formerly of New 
York and Newark (who since his ar- 
rival two years ago has been associated 
with S. B. Champlin Co., as their pro- 
duction manager), has opened a well 
equipped business—mainly to serve the 
manufacturers of Providence and Attle- 
boros with designs and original samples; 
with facilities of making hubs, dies, 
modeling and piercing tools for his own 
creations. 

Mr. Bayan is well known in the pro- 
duction field and his varied experience 
in the manufacturing jewelry line (be- 
sides his instruction work in designing 
and sample making in the Technical 
High School of Providence and of New- 
ark, N. J.) assures his business a sound 
foundation to success. The new business 
is located at 290 Westminster St., 
Providence, R. I. 


* * * 


Always Plenty of New Customers in 
the Market 


A “new customer contest,” just ended 
by the Conklin Pen Co., has put thou- 
sands of new accounts on the company’s 
list and proved conclusively that business 
is always just about as good as the 
sales effort makes it. Incidentally, the 
new customers bought some Conklin 
products from the salesmen who were 
fighting for prizes and, while there are 
only five prize winners, every contestant 
is a winner in that he sold more mer- 
chandise than he otherwise would have. 

“The principal purpose of the con- 
test,” said Tom Emerson, Conklin sales 
manager, “was to focus the attention of 
the salesman on the ever-present possi- 
bility of increasing sales volume by a 
little specialization on additional and 
new outlets.” 


Conklin salesman, H. B. Jones, won 
the first prize. The other prize winners 
were George Elliott, O. R. Pierce, A. 
Van Blarcum and Jas. P. Stoddard. 
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Waterford & Son—Jewelers and Watchmakers 


agrees.” Judith nodded her head with 
the short sharp nods so characteristic of 
her. 

“The whole store should attract one 
class of trade and it can’t if you carry 
different price ranges of gift or other 
items.” The plumber looked round and 
discovered Karl grinning sardonically; 
the old watchmaker was enjoying Eric’s 
discomfiture. 

“Come here you heathen.” Bijah beck- 
oned to Karl. “You are on my list. I 
think we should have a policy of pushing 
the repair business more than we do. 
Here we have the best watchmaker in 
Ohio—even if he is a misguided misan- 
thrope who loves to hate things—” Karl 
gave a little start, but to the surprise of 
Eric and Paul, gave a rasping laugh; it 
sounded as though his laughing machin- 
ery was rusty from lack of use. 

“I suggest that we advertise the watch 
and clock end of the business more, and 
that it be featured regularly and that 
we continually play up the unusual high 
quality of our repairs. And it will be 
up to Karl to make good, but he’ll do 
that like a bird.” 

“IT gotcher, old timer. Bring the re- 
pair end up to the class of trade we hit 
at” put in Eric. 

“Kid, you show almost human intelli- 
gence at times. Now for the next thing 
on my little list. Should we or should 
we not have special sales?” 

That started a heated discussion. Paul 
being against them, while Eric favored 
them. Judith was appealed to for her 
idea. Putting her charming head on one 
side she contributed the following opin- 
ion. 

“T can only speak for the gift depart- 
ment of course. But when I was at the 
Brent Department Store we used to have 
a lot of sales. I think we had too many, 
but somehow we always got a lot of busi- 
ness from them.” 

“What did you feature? I mean did 
you offer clearance lines or what?” Paul 
asked. 

“Old Flatfoot used to plug at novelties 
most of the time. He used to be strong 
for buying a new thing and then fea- 
turing it. But we always used the spe- 
cial sale to work off odds and ends. I 
wonder how it would be if we planned to 
have something new every month which 
could be featured in some special adver- 
tising. Not special sale stuff exactly, 
but suppose we advertised the newest 
gift item, not making price a feature but 
tellin’ ’em that they could always count 
on the newest fad at Waterford’s.” Ju- 
dith flicked her chin with her finger and 
looked at the others. 

“T got yer.” Bijah put in. “And it’s 
a good idea. Simply run a feature ad 


on gifts once a month. Talk novelty and 
quality. But I think it would be good 
dope to also add that the specials we of- 
fer are limited and that we do not re- 
peat ’em, so that anybody getting one 


(Continued from page 29) 


can be sure that they won’t see many 
about.” 

“Yes, that sounds logical to me.” Paul 
tugged at his moustache. “For gifts, I 
can see that it would be good business to 
emphasize the unusual and _ exclusive 
things; and that would then keep the 
gift department in line with the rest of 
the store. But for the better jewelry 
and gems—the real goods of the store— 
I do not like the idea of special adver- 
tisements. I advocate a policy of fre- 
quent and small advertisements which 
will talk about what a gem is or tell the 
story of some special design. I once 
thought of running a series of stories on 
famous gems, but then I figured that I 
wasn’t selling them so I forgot it.” 

“Gosh, Pop, but it sounds like a good 
idea to me. Why not talk about some 
famous diamond and then say that we 
can supply diamonds, which are also fam- 
ous as gems, at reasonable prices con- 
sidering the fine quality. Then when we 
talk of a famous ruby, we can talk about 
our rubies and have a window display of 
’em.” 

More talk followed until Bijah closed 
the discussion by saying. “Well folks, 
here’s our policy on sales. We have no 
regular sales, our slogan being ‘every 
day’s a sale day’. Once a year we will 
have an after season sale or something 
of that kind. But when we do, it must 
be an honest sale with real big values to 
get rid of overstocks. As a regular thing 
we will run a monthly feature ad on gift 
novelties of quality, and regular weekly 
ads on gems and jewelry tying up in- 
terest in famous gems or jewelry with 
what we feature in the window. That’s 
that.” 

“What about time payments?” Eric 
then asked. 

“No, absolutely no.” Paul pressed his 
lips as he spoke. 

“May I speak please?” Judith stuck 
up her hand. 

A general laugh followed and Paul’s 
mouth relaxed as he said “You may.” 

Judith looked blank for a moment, 
then she grinned and said. “Seems to 
me we lose a lot of good business if we 
don’t give credit. But I don’t think we 
should advertise it; too low brow, kind 
of. But why can’t we offer to give time 
payment credit to anybody who is O. 
K?” 

But Paul was opposed to it, although 
he was not so positive as he was at 
first. Then Bijah took a hand in the 
discussion. 

“In some ways, time payment gets 
the money quicker than ordinary credit 
does. You get, say, 25 per cent down, 
and in three months you have the bulk 
of your cost back. From what Eric told 
me some time ago, too many people 
take three months and more to pay. I 
know we could discount all such ac- 
counts at the bank.” 

Paul still shook his head, so Eric, 


who knew how his father disliked to 
give way once he had made a definite 
statement, suggested that the matter be 
left open until more data could be ob- 
tained as to what other first class jew- 
elers were doing and how they did it. 

“One other thing and I’m through 
for now.” Bijah passed his cigar cage 
to Eric who refused resolutely—he had 
had one of Bijah’s cigars before! 

“We ought to have a definite policy 
on mark-ups. Without wishing to say 
just what it should be—I don’t know 
enough about this racket to know 
what’s right—I want to suggest a plan 
as a guide. I think we should very de- 
finitely get a larger rate of mark-up on 
slower turning goods. As I figure it 
we don’t get enough profit on very slow 
turning stuff, and we can get more, for 
slow turn items are usually less com- 
petitive than other items. The depart- 
ment store doesn’t fool around with 
slow turn stuff, so the only competition 
is the few people who carry it. Now, 
when people buy such stuff, they do it 
because they want it, rather than be- 
ing ‘sold’ the stuff. But as the rate of 
“turnover increases we get more com- 
petition so should be prepared to cut 
the percentage of mark-up. Got my 
idea?” 

“Gosh, old timer, that’s the stuff, be- 
live me.” 

But Judith was busy flicking the end 
of her chin with her finger, a sign she 
was thinking over something. Eric no- 
ticed her and said. “Spill it kid. I’m 
all ears.” 

“Yeah? Well I wouldn’t tell any- 
body if I were you. But what gets me 
is how that markup dope will hit the 
gift department.” 

“That’s so, young gel.” Bijah held a 
match for the cigaret she had just 
taken from Eric—to Paul’s disapprov- 
al. “How did you do it at the Brent 
Department Store?” 

“We used to figure mark-up accord- 
ing to the novelty and newness of the 
gift item. F’r instance, if we got some- 
thing that was absolutely it and we 
were first to get it, we used to slap on 
all out doors for a bit. Then as soon as 
anyone else got it we cut the price as 
a clearance line and dropped it. Old 
Flatfoot was a foxy bird. He’d take 
up a new line and get a whale of a 
profit, but on things that everybody 
had he cut the price way down. Folks 
all think that the old store was a real 
cheap joint for gifts, but believe me, we 
got a good profit all round.” 

“Well, I must admit it sounds like 4 
very good plan.” Paul seemed glad to 
be able to agree with this charming 
yet tantalizing girl. The plan was ac 
cepted, and as Bijah had no more sug- 
gestions to offer it was decided to let Erie 
work out details of all the policies which 
had been approved and submit them at 
a meeting to be held the following week. 
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It was still dark outside, but the little 
group in the store felt cheerful for they 
all felt that they were lining up plans 
for the store that must lead to a larger 
business and more profits. The store 
was still deserted, so Bijah relit his cigar 
and put on his hat. Judith was about to 
slip off downstairs to her beloved gift 
department when the plumber coughed 
and said. 

“There’s a good meeting at the Cham- 
ber rooms tonight. It’s on ‘How to in- 
crease the trade of your store.’ Of 
course it won’t teach you anything Eric, 
but why not take Judith—women are 
admitted—and give her a chance to get 
as wise as you. I’ve got a couple of 
tickets. If you don’t like the talk you 
ean still hold hands.” Bijah laughed 
loudly at his own crude humor. 

“Sure, suits me,” Judith said calmly. 
Then holding out Bijah’s hat she con- 
tinued. “Close the door gently—on the 
outside—and put your hat on before your 
sense of funniness freezes any more.” 

Bijah chuckled good naturedly, gave 
Eric the two tickets and walked briskly 
out of the store. The heavy and dark 
clouds hung over the city all day, and it 
was one of the worst for business that 
Brent had ever known. But to Eric 
and Judith it seemed quite delightful. 

After dinner together, the two young 
people walked to the Chamber of Com- 
merce rooms to hear the lecture. It 
proved more interesting than they ex- 
pected. The next day Judith dined at 
the Waterford home and after enjoying 
a well cooked simple meal Paul turned 
to his son and asked. 

“How did you enjoy the meeting last 
night?” 

“Swell, Pop. You know that bird was 
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a funny looking duck, but he knew his 
stuff. And the funny part of it was it 
was all so simple—after he’d spilled it.” 

Paul and his wife laughed, and then 
the old jeweler said: 

“If you put it into reasonably under- 
standable language, I wish you would 
tell me the main points he made.” 

“Before you begin, Eric, Judith and I 
will leave you two men. We can pass 
the time more agreeably I think.” 

A little further chaffing followed. 
Then the two men went to Paul’s little 
upstairs office and made themselves com- 
fortable. Eric lit a cigaret and with 
a sigh of contentment smiled at his 
father whom he so much admired. Then 
he began. 

“T’ll boil it down, Pop, because I’ve 
something else to talk about. To begin 
with, the speaker said that there were 
only two ways of getting more business. 
The first was to get more customers into 
the store. The second was to sell more 
to everyone who did come in. He gave 
it as his opinion that the best way was 
to sell more to each one who came in. 

“And you know, Pop, when he asked 
us if we knew the per customer sale, I 
felt silly. I never thought of it. He 
said to divide the total sales by the num- 
ber of customers, and then work to in- 
crease the average sale value. I’m going 
to do that.” 

Eric fumbled in his pocket and brought 
out a crumpled piece of paper. As he 
did so, he said: 

“T’ve got here a list of the ways to 
increase the average sale. I wrote ’em 
down while I remembered ’em. First is 
to sell more of what the customer asked 
for. That don’t hit us, except for silver- 
ware, and a few things like that. Then 





he said to sell better quality. That’s 
what we must do, for when a woman 
gets a real good thing she’s proud of it, 
and forgets the price. Then he said to 
sell related goods to what the customer 
buys. That’s something we can do, and 
my idea is for us to make lists of things 
that go with other things so that when 
a customer asks for a cigaret case let us 
say, we’ll just naturally show him light- 
ers and holders.” 

“Humph,” Paul tugged at his mous- 
tache. “Of course I know that, but I’m 
afraid I’ve neglected it.” 


“Just what the speaker said most 
people did,” Eric exclaimed triumphant- 
ly. “But he had some more dope. He 
said we should always have some novelty 
to show to every customer. He said that 
if you showed something new and said 
“Here is the newest thing, I thought you 
would like to see it,” we would be 
astonished at the additional sales that 
would follow. And finally he said to 
push seasonal things at the very begin- 
ning of the season. Always being a 
jump ahead of the other fellow gets the 
cream of the business, and the big job 
of jewelers and every other retailer is 
selling. Buying is important, and we 
got to watch expenses, but when all the 
shouting is over, the fellow who plugs 
away at selling is the one who gets the 
business.” 


Father and son talked over the ques- 
tion of sales for an hour. They felt 
very close together that night. A pause, 
then Eric coughed and with a self- 
conscious grin said. 

“Et... « Bay. . Now I want to 
talk about something real important.” 

(To be concluded) 


The Position of the Jewelry Industry 


is the course of the monthly general 
letter sent out to the members of the 
National Association of Credit Men Aug. 
1 Stephen I. Miller, the executive man- 
ager of the association, says: 

“Here is another ancient industry, and 
one whose activities are visible in every 
part of the globe, including the jungles 
of Africa as well as the boulevards of 
Paris and the avenues of New York, 
Chicago and San Francisco. 

“Since jewelry is ordinarily classified 
as a luxury, its sales might be expected 
to follow the business cycle curve with 
acertain degree of regularity, increasing 
Mm prosperous times and decreasing when 
general business is at low levels. There 
are, however, important factors which 
tend to keep the jewelry trade fairly 
well stabilized. One is the normal human 
desire to own beautiful and valuable 
things; another is the fact that many 
articles handled in the jewelry trade are 
really necessities rather than luxuries. 
Clocks and watches are typical of this 
class of goods, and engagement and wed- 
ding rings are always in demand, wheth- 
er times be good or bad. 


“Gold, silver and the precious and 
semi-precious stones are, of course, the 
chief raw materials of the jewelry in- 
dustry. ‘The use of gold for articles of 
personal adornment has an important 
economic bearing, as it appreciably 
affects the world’s supply of the metal 
available for use as money and a foun- 
dation for credit. In India, for example, 
gold is hoarded, in the form of orna- 
ments, by all classes of people. When 
gold goes to India from other countries 
it virtually never comes out again, but 
goes, as the English bankers say, ‘into 
the ground.’ Between 1919 and 1925 
India drained the world’s supply of gold 
to the extent of more than a billion 
dollars. 

“During the past decade the jewelry 
trade has been wrestling with difficult 
problems. Among these have been the 
vogue of instalment selling, with its com- 
plicated accounting, legal difficulties and 
the necessity of frequent repossessions; 
changes of style, which have affected 
jewelry nearly as much as they have 
footwear; and the increasing boldness of 
burglars, swindlers and thieves. 


“Instalment selling is, in general, 
under better control than it was a few 
years ago. Real progress has been made 
also in safeguarding the industry against 
crooks. The style problem, however, is 
still a serious one. Yellow gold had the 
field for many years. Then came a 
swing to platinum or white gold, with 
the retailers in a state of uncertainty 
as to which to stock. There is now a 
fairly well defined movement to swing 
the pendulum back toward yellow gold. 
The campaign is being intelligently di- 
rected and vigorously pushed, but the 
final outcome will depend, of course, on 
the attitude of the buying public, which 
always has the last word. 

“This is a useful and an honorable 
industry. It contributes not only utility 
but beauty to human life, and in the 
present era of speed, noise, smoke and 
dust we are certainly not overburdened 
with beauty. It is to be hoped, and 
indeed it may fairly be expected, that 
manufacturers, wholesalers and retailers 
of jewelry will continue as a permanent 
and decidedly useful part of our business 
fabric.” 
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DENTIST 


Dentists in every state in the union 
use our Dental Golds and send their 
precious metal scrap to us for refin- 
ing. We are indeed proud of the 
confidence placed in us by the dental 
profession and those jewelers who 
have entrusted their scrap to Spyco. 


Gather up your old jewelery, filings, 
and sweepings today and send them 
in. Our check, representing full val- 
ue, will be mailed to you promptly. 
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DROLOGSCAL: 


(Continued from Issue of July 24) 

Fig. 72 shows an escapement made in 
1763 by Alexander Cumming (1732- 
1814). There are two sets of pallet 
arms arranged so as to swing about the 





FIG. 72 _ 


Dead beat escapement by Cumming in which 
there is no run after locking 


Same center but quite free from each 
other except as they press one on the 
other near the acting pallets. The aim 
of the inventor was to eliminate the 
varying friction due to varying slide of 
locking for different swings of the pen- 
dulum. The arms A C carry the impulse 
pallets and the pendulum crutch, swing- 
ing with it at all times. The arms d e 


Development of the Escapement 


By PAUL M. CHAMBERLAIN, M. E. 


carry the detent or locking pallets. In 
the drawing the escape wheel is shown 
locked at C. The pendulum has swung 
to its greatest distance to the left and 
is started on its return and with it the 
pallet C. When C comes in contact with 
the detent e it pushes it away unlocking 
the tooth which gives impulse on C. At 
the end of this impulse A will have 
swung freely in between teeth and d will 
have made a locking. The performance 
on the left hand side is the same as 
that described for the right side. 

Fig. 73 shows a constant force escape- 
ment by Cumming. In this construction 
the detent pallets G and F together with 
the pendulum crutch L and counter- 
balance M all move as one piece. The 
impulse pallet D together with a 
weighted arm B are independent of the 
impulse pallet E (whose arm is behind 
that of G) with its weighted arm I. The 
pendulum crutch L is made with adjust- 
ing screws so that the pendulum moves 
it and the detents only when near the 
end of its swings, right and left. The 
pendulum rod carries a cross-arm or 
segment on which are pins shown near 
the impulse balls of the pallets. The 
action is as follows: The tooth A has 
through the pallet D lifted the impulse 
arm B. The pendulum is swinging to 
the left nearly to its limit when it acts 
on the crutch L and through it unlocks 
F. The impulse arm B falls on to the 
pendulums cross-arm before the swing 
is quite completed and rides up with it 
and back through a much greater arc 
giving impulse to the right hand swing. 
The escape wheel having been unlocked 
at F acts on the pallet E lifting the 
impulse arm I and locks on the upper 
side of G. In this position would be 
seen the two pallet arms on the right. 
The pendulum as we have seen is swing- 
ing to the right under the influence of 
arm B which stays with it until the arms 
D and F come together. The pendulum 











then swings quite free from everything 
until the crutch L is met near the end 
of the swing when G is unlocked and 
lifting is made again on D. The impulse 
arm I at the right at the moment of 








FIG. 73 


Constant force escapement by Cumming. The 
escape wheel lifts weighted arms which in 
turn drop on a cross-arm of the pendulum, 
the unlocking being done by the pendulum 
impinging on a crutch attached to the anchor 
carrying detent pallets. See reference 21 


unlocking rests on the pendulum cross- 
arm pin at o riding up a short distance 
and down a greater one giving impulse 
to the left. In this escapement the im- 
pulse forces are constant save such 
errors aS may exist from thickening of 
oil or change of temperature. The un- 
locking resistance is influenced by any 
change of driving force. 
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Escapements 


N the Horological Journal, Vol. XX 
(1877), Harrison M. Frodsham has 
presented as the result of his researches 
a larger number of constant force 
escapements than have appeared in any 
other work written in English, under the 
title of Some Materials for a Résumé of 
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FIG. 74 
Voss and Monnington escapement. The pen- 
dulum suspension is below S'S*%. Impulse is 


given by a bags gen cam acting in fork 
pivoted in line with arms bb’ through springs 
S'S? to arm aa’. Locking is by pins on cam 
wheel. See references 17 vol. XX, 18 vol. VI 


Remontoires. It is from this source that 
the following 25 cuts have been taken 
with references to their origin. 

Figures 74 and 75 show the escape- 
ment of Voss and Monnington of Ham- 
burg, the diagrams being taken from 
Soul’s patent 2822 of 1868. The pen- 
dulum P carries near its suspension a 
cross arm a a’ which receives impulse 
and performs the unlocking. The piece 
g b b’ pivoted at gq is moved to the right 
and left by a three-sided cam on the last 
arbor of the train. In Fig. 74 the cam 
has moved the slot to the left, having 
flexed the spring S’ which gave impulse 
to the pendulum, which is shown about 
at the central position and swinging to 
the right. As it approaches the limit to 
the right swing the spring S’ has tipped 
the slotted piece slightly to the left and 
the escape wheel connected to the prism 
cam is released by the pallet r having 
unlocked. The train starts and the cam 
throws the slotted piece to the right as 




















FIG. 75 
Same as Fig. 74 showing pendulum after 
impulse by S' and after unlocking and ready 
for impulse by *. pee pecenees, 17 vol. XX, 
vol. 


shown in Fig. 75. This action stresses 
the spring S’ which gives impulse to the 
pendulum to the left. At the left of the 
Swing the pallet r again unlocks the 
train and the prism flexes the spring S’. 

Fig. 76 shows another Hamburg de- 
vice, by Gehrcken and patented by Soul 
in 1871 with the serial number 850. The 
operation is somewhat similar to the 
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preceding one but in this case the flexing 
springs are carried from the suspension 
piece of the pendulum. The pendulum P 
swinging to the left finds the spring r 
under tension and proceeds to lift it a 
little more which releases the hook p’ 
The prism cam immediately throws B 
down with the stop piece f which allows 
r to give impulse to the pendulum for 


} 


P' 





FIG. 76 
Gehrcken’s escapement. The pendulum P 
hung at l has by lifting spring r caused 
escape wheel to unlock and flex spring r for 
impulse. See references 17 vol. XX, 18 vol. VI 
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FIG. 77 
Another escapement by Gehrcken. The same 
effect as in Fig. 76 is obtained with two cams 
alternately unlocked by lifting of impulse 
springs by pendulum through arm bb’. See 
references 17 vol. XX, 18 vol. VI 

















FIG. 78 
Free escapement of Breguet. The pendulum 


P in swinging over the lower mechanism un- 

locks by the detent F, the piece NBE and 

receives impulse by B due to the weight EZ. 
See reference 17 vol. XX 
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its return swing. A complementary 
action takes place on the right hand side. 
Fig. 77 is another device by Gehrcken. 
The toothed wheel e at the end of the 
train drives two lifting cams a and a’ 
which alternately lift the impulse 
springs r and 7. The pendulum by 
pressure from 7’ is moving to the left. 
When the screw v reaches r it lifts it 
and unlocks a and puts a’ in action to lift 
r’. The spring r now gives impulse to 
the left. It will be observed that the un- 
locking friction is proportionate to the 
force on the lifting cams and any irregu- 
larity in the train would be transmitted 
to the pendulum. 

Fig. 78 shows a constant force and 
constant unlocking resistance escape- 
ment used by Breguet in 1796 or 1798. 
The bob of the pendulum, P carries a 
pivoted latch which has an impulse 
pallet L. The four pronged member B 
B’ E N, tends to turn counter clockwise 
because of the weight E but is held from 
so doing by a pin projecting. outward 
from N which presses upward on a lock- 
ing stone which the detent F carries. 
The pendulum is swinging to the left 
and has by means of the latch attached 
to it deflected F to the left and unlocked 
the arm N allowing the weight E to 
give impulse through B on L. After B 
is through contact with L it continues in 
its swing till it strikes the detent D as 
is shown in Fig. 79. This detent un- 
locks the fly V which is pitched through 
its pinion with the last wheel of the train 
H H and which carries the lifting wheel 
A A. The lifting wheel A A now free 
to revolve and working against the arm 
B’ turns the four pronged member back 
to the position shown in Fig. 78. The 
arm N is caught by F and the fly is 
caught by D at T. As the pendulum 
swings back to the right, the hook, shown 
correctly in Fig. 79, slides over the 
passing spring of F. The impulse pallet 
L passes B which in its cocked position 
just clears it. The drawing shows the 
latch pivoted which would require no 
passing spring on detent F. If 








FIG. 79 
Another view of preceding showing the re- 
locking of impulser. After impulsing pendu- 
lum the arm B strikes detent D which un- 
locks escape wheel which lifts EZ to original 


position. See reference 17 vol. XX 
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however the detent carries the pass- 
ing spring, there would seem to be 
no occasion for pivoting the latch. In 
Vol. XX of the Horological Journal I. 
Hermann gives his calculations for re- 
sults as follows: Suspension to pallet L 
42”, suspension to centre of wheel A 
42.827”, diameter of A 2” with 12 teeth, 
diameter of H 24”, diameter of V 3/16”, 
angle of B with E 66°-12’, angle of B 
with B’ 156° 12’, angle of B with N 
66° 12’. 
(To be continued) 








LOS ANGELES 


A. Levin, formerly in the Title Guar- 
antee building, has moved to E. Fifth St. 

Henry Newmeyer, formerly of Seattle, 
has opened a store at 1690 N. Western 
Ave. 

The Artistic Jewelry Co. has taken 
new quarters on the eighth floor of the 
Title Guarantee building. 

J. W. LeVan, one of the leading jewel- 
ers of Hemet, was in the city last week, 
and bought considerable stock for his 
fall trade. 

H. A. Russell, Metropolitan building, 
has left on a brief trip to Denver and 
other Colorado points. He will return 
about Aug. 20. 

Arthur J. Hulme, formerly of Mem- 
phis, Tenn., has opened a new diamond 
setting shop in the Judson Rives build- 
ing, 424 S. Broadway. 

The new Los Angeles quarters of the 
Seth Thomas Clock Co., on the fifth floor 
of the Metropolitan building, were 
opened Aug. 1, with J. Ormond, man- 
ager of the San Francisco offices, in 
charge. 

Funeral services were conducted, Mon- 
day, Aug. 4, for Thomas J. Bruner, who 
passed away, July 9, in Europe, during 
a trip abroad. Mr. Bruner was 51 years 
old, and had been in business here for 
many years, retiring five years ago. 

Baranger Studios, Inc., makers of fix- 
tures for jewelry stores, 729 Mission St., 
South Pasadena, is sending President 
Baranger to New York city, where he 
will survey the fixture factories and ob- 
tain new ideas for his company here. 
Mr. Baranger will be gone several weeks. 

Jesse Measer, head of the Berson- 
Measer Jewelry Co., has returned from 
a trip to New York, where he visited 
several factories and made purchases for 
his company. En route, Mr. Measer vis- 
ited his trade in the southern section 
of the United States. 

Ray Vercler, Jewelers Exchange build- 
ing, has returned from a two months’ 
trip through Canada. Mr. Vercler re- 
cently retired from the fine metal smelt- 
ing business and is now looking after 
his other interests in the jewelry trade. 
He has made no plans for the immediate 
future. 

Morton Bernstein, manager of the Los 
Angeles branch of the National Silver 
Co., with salesrooms at 852 Los Angeles 
St., is at the home offices of the company 
in New York, following a tour of Europe 
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in the interests of the company. He ex- 
pects to arrive here soon when he will 
resume his duties on the Coast. 








MINNEAPOLIS 


The Allen & Berg Co. on the first of 
August was in its new store, Henne- 
pin Ave. at Third St. It is one of the 
oldest institutions in this part of the 
country. They were at their last ad- 
dress, 16 S. Third St., 42 years. It is 
a corporation, made up of W. H. Allen, 
A. L. Berg, and F. F. Williams, special- 
izing on railroad watches. 

A. §S. Fatells and George Hatlestad, 
for many years identified with the jewel- 
ry business in Minneapolis, have gone 
together, and Sept. 1 expect to open their 
new shop at 256 Kresge building, on 
Nicollet Ave., where they intend to 
operate a manufacturing jewelry and 
watch repairing establishment. Mr. 
Fatells will be in charge of the watch 
work. 


CANADA NOTES 


A. G. Suggett, jeweler, Port Arthur, 
sustained a fire loss which is covered by 
insurance. 

The jewelry store of K. A. MacAskill, 
Brockville, Ont., was entered by bur- 
glars, during the night of Aug. 4, and 
the safe opened. The robbers obtained 
about 35 diamond rings valued at ap- 
proximately $2,000. Entrance was forced 
through the rear door, and the safe had 
been left unlocked. 

The jewelry store of Kent’s, Ltd., 144 
Yonge St., Toronto, was robbed early 
one morning recently. The thieves broke 
the show window with a wrench wrapped 
in a piece of old cloth, making an open- 
ing through which they were able to 
reach several small diamond rings dis- 
played in the window. The loss is esti- 
mated at about $75. ‘The robbers are 
thought to have made their escape in an 
automobile, the police having noticed a 
car cruising suspiciously up and down 
the street a short time before the robbery 
took place. ; 

A pane of glass was broken from the 









































August 14, 1930 


rear door of the jewelry store of Jack- 
son’s, Ltd., of St. Thomas, Ont., and 
the door unfastened by a thief who stole 
diamonds, watches and rings valued at 
$600. A paper sack filled with jewelry 
was found in the lane at the rear of 
the store, the burglar evidently having 
dropped it in his haste to escape. As 
the proprietor and his assistant were 
away for the holiday on Aug. 4, the rob- 
bery was not discovered until the eve- 
ning when a young woman employed in 
the store entered to do some work. The 
robbery appears to be the work of an 
amateur. 








“Gold Alloys” 


“Gold Alloys,’’ Their Manufacture and Appli- 
cation, by George E. Gee. Cloth, 344 pages, 
x 9 inches. Illustrated. Published by 
Norman W. Henley Publishing Co., New 

York. Price, $5.00. 

Mr. Gee, who is also the author of the 
“Goldsmith’s Handbook,” “The Jeweler’s 
Assistant,” “Silversmith’s Handbook” 
and a number of others on the same 
lines, has in “Gold Alloys” given to the 
trade the result of his lifetime experi- 
ence in the work on metals, which should 
prove of distinct value to a large number 
of people in our industry. For the book 
contains a fund of valuable information 
and covers so much of the subjects that 
every jeweler should know, that it should 
serve as a text book for the trade and 
aid both the expert as well as the be- 
ginner. 

In general, the work is a practical 
business guide to the preparation, compo- 
sition and melting of gold alloys of ev- 
ery description, as well as gold of every 
karat fineness. It is prepared especially 
for goldsmiths, jewelers, watchcase man- 
ufacturers, enamelers, pen makers and 
kindred workers in the precious metal. 
In its 36 chapters, it shows not only the 
difficulties and failures that are con- 
stantly met with by the jeweler in alloy- 
ing gold, but it gives the simple reme- 
dies for overcoming them. 

The work tells in detail how to com- 
pound the different color tinted alloys; 
how to reduce and improve the various 
karats of gold; what are the metals 
which impair the physical properties of 
gold and its alloys; etc. It goes into 
detail as to fluxes and their uses, tells 
how gold can be recovered from solid 
waste products; explains imitation plat- 
inum and palladium alloys and gives ta- 
bles of gold values and tables of weights 
as well as many other tables of interest 
to dealers in precious metals and dia- 
monds. 

There are chapters devoted to the dif- 
ferent kinds of waste, such as lapping 
waste, gilding and scratch brush waste, 
polishing waste, etc., and floor sweeps 
and methods for treating them in the 
workshop, while separate chapters are 
devoted to tables of alloys of different 
karats from 22 karat down to six karat. 

Altogether the work gives instruction 
along lines on which we have had too 
little literature in the past and so meets 
a real want in our industry that it 
should find a place in the working li- 
brary of every practical jeweler. 





